


























r BY GEORGE, THAT 









































Mil ARE 

Feb REMINDS ME ! } YOU 

2 yea | MUST INCREASE T|\\\| INTERESTED 
inser = i \\ 

hang = / 

ial, had \ 
lob.” J 

ho has 

e Sep- 
the De 
g Busi 

Life « 
Produc 
rage gp, | HAVE A HUNCH 
at the THERES NO USE 
SEEIN HIM TODAY 

ici AND MY HUNCHES 
prs ARE USUALLY 

ion RIGHT 

Loz : 
id 1 | 
Ww | | 
ation HHT | RICHARD | 

ROE, | 
| 


' 


























1 Vr 


DONT PIAY HUNCHES- SEE YOUR MIAN 








WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 


ESERVE LOAN LIFE 








eal | INSURANCE COMPANY 
5X, [— INDIANAPOLIS. INDIANA. —[o3 | 











| 





Save With Safety 
The Western and Southern 


Life Insurance Company 


HOME OFFICE— CINCINNATI 


Again! 


CHARLES F. WILLIAMS, President 


Pursuant to and in continuation of the long-established policy of The Western 
and Southern Life Insurance Company to build and establish an impregnable 
Life Insurance institution, and as evidence thereof, we invite on the part of our 


policyholders, both existing and prospective, the closest scrutiny to the following: 


FINANCIAL STATEMENT, DECEMBER 31, 1932 


The current economic assault upon industry and 
business has demonstrated the wisdom of this now his- 
toric policy of The Western and Southern Life Insurance 
Company of strengthening reserves and building up sur- 
plus for the protection and security of our policyholders. 
Our 1932 statement strikingly reflects the result of this 
policy. We have closely adhered to our policy of safety 
and protection of policyholders through integrity and 
stability of reserves and ample surplus. It is our pur- 
pose to continue this proven course which insures the 
absolute safety of every policyholder. 


All real estate of the company has been depreciated 
below present values, and all mortgage loans to positive 
and certain values. All bonds are carried at their amor- 
tized value, with not a single default, and consist solely 
of Government and high-grade municipals, which to- 
gether with our cash practically equal the entire capital 
and surplus, thus creating a most liquid condition. 








ASSETS 

Home Office Building and Properties......................6 0c eee eeeeee a onl estate} BS ooo $ 813,000.00 
*City Real Estate, ss. tanec seein decennial Paar re 2,025,572.06 
i oi ee ee aia ahead kee boss ee ewe bie te eeoen than tax value err 702,673.52 
--First Mortgage Loans on City Property......................2.20005- All loans limited by law|.... 92,307,685.22 
First Mortgage Loans on Farm Property.........................245: ‘oe % of appraised value{_... —-1,988,164.65 
a RSE GRISEA Se oe eee fo 8,749,976.55 
ce ee cbse ee bbenecceseseeeeeaseesacecesa 12,882,932.25 
ee ee a ae hla cas suc d OE A CST Oss Sok SRERERES HOSE HE See ns-6 5,872,330.84 
a a wa pay Wb OP EEEEE SON EONS C084 O10 1,568,877.76 
Accrued Interest on Mortgage Loans, Policy Loans and Bonds ............................-.- 1,440,384.54 
I is on ales ocak eae Mak eat $128,351,597.39 

“All Real Estate nets company 5% on this book value. 

LIABILITIES 
Sl as ea dwedws'eseweewaekeWeeeanduavedeed $105,619,008.19 
tcc eee aeecenceuseuseecessesecveevecesces 687,049.19 
Taxes (1933) and Incurred Unpresented Items............... 2... 2.22 cece ees 1,809,414.77 
el to ee Cea Ree e a eee Sh dae NSON SEN COKE Sees RNS eT ER ERS OES 8a eK wuees 10,000,000.00 
lait Citeal «ope Dy UL Gee eile S44 SSH REMADA EM W SHA NORA ERE EES He WSO tiKe 10,236,125.24 
ee ee ame $128,351,597.39 
Capital and Surplus—Additional Protection to Policyholders ........................20000005 $20,236,125.24 
MANAGEMENT 


Rigid economies and strict adherence to these prac- 
tices during 1932 has resulted in a matchless condition, 
which for quality and character of reserves, liquidity of 
resources and financial strength is unexcelled if equaled 
by any life insurance company in the United States. 


Life insurance written at all ages and amounts from 
birth to age seventy. Premiums can be paid weekly, 
monthly, quarterly, semi-annually or annually at the 
convenience of the insured. Our rates are among the lowest 
guaranteed life insurance premium rates of all United States 
Companies. 


Protection to policyholders at lowest cost to them 
is our constant endeavor. 


All policies contain guaranteed cash, loan, paid-up 
and extended insurance values. 


SPLENDID OPPORTUNITIES for young men of education and ambition. Fifty- 
two weeks employment each and every year. Communicate with any district office. 


Unexcelled service by an invulnerable Company. 
An integrated and co-ordinated institution for and of satisfactory service and tested investment practice. 
WESTERN AND SOUTHERN PROTECTION IS A BACKLOG TO YOUR LIFE, HOME AND PROPERTY 
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Thirty-Seventh Year—No. 8 


Liquidity Trend Is 
Subject of Debate 


Question How Far Process May 
Continue Without Seriously 
Reducing Yield 


INTEREST RATE MATTER 


Evident That Mortality Savings, Divi- 
dends, Possible Rate Increases Are 
Margins of Safety 


NEW YORK, Feb. 23.—The high de- 
gree of liquidity shown in life companies’ 
statements this year has given rise to 
some speculation as to how far this proc- 
ess may be continued before the depres- 
sion is over, and what may be the effect 
on dividends and rates due to the re- 
sultant diminution of interest income. 
How close may the possible interest rate 
approach the 3 or 3% percent reserve 
basis? 

First of all it is reassuring to realize 
that the participating companies, by cut- 
ting out dividends altogether, could re- 
main perfectly solvent with a net inter- 
est rate of only a fraction of 1 percent, 
and without having to dip into their sur- 
pluses. Just what the fractional percent 
would be would depend upon the indi- 
vidual company’s set-up as to reserve 
requirements and gain or loss on ex- 
pense loading, mortality savings and in- 
véstment returns. 


Large Mortality Savings 


Examination of the statement of one 
well-known company reveals that its gain 
rom mortality was almost sufficient to 
provide the entire amount needed for the 
annual increase in the reserve. The dif- 
ference between the two items was so 
small that only about one-tenth of 1 
percent would need to be earned on the 
company’s assets in order to come out 
even. This is probably somewhat more 
striking than would be the case with 
Most companies for its record on mor- 
tality for 1932 was extremely favorable. 

In the case of stock companies safe- 
guards would include the capital and the 
raising of rates. 

_ The principal reason for the present 
Pncreased liquidity in the face of declin- 
ng demands for policy loans is that fu- 
ure income may decline more rapidly 


han the demand for policy loans and 
urrenders, 


Cash Maturities May Slump 


— is also the likelihood that a 
~~. Proportion of maturities on 
oe and mortgages will be in the form 
—_ sony Company, for example, which 
wp d 932 had a net income of $10,000,- 
_, Probably had an increase in outstand- 
eae loans of about the same 
oe ait, the. same time it has in- 
vane its liquidity position, it has in- 

"ee its cash reserve by 100 percent 

(CONTINUED ON PAGE 26) 
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LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, FEBRUARY 24, 1933 


“Millionaires”? Emphasize 
Small Policies, Hard Work 





KANSAS CITY, MO., Feb. 23.— 
Three millionaire producers spoke at 
the sales congress here last week spon- 
sored by the Life Underwriters Asso- 
ciation of Kansas City. M. J. Don- 
nelly, vice-president Edward A. Woods 
Agency, Equitable of New York, Pitts- 
burgh, and chairman of the Million Dol- 
lar Round Table, talked on “Picking 
Prospects and the Case Method”; J. H. 
Wilson, Massachusetts Mutual Life, 
Peoria, Ill., on “Organized Effort,” and 

S. Maryman, Aetna Life at Little 
Rock, Ark., on “Then and Now.” 

In discussing prospects, Mr. Donnelly 
said some lines of business prosper even 
in times of adversity. Railroads now 
aren't making money, but trucks are; 
among others are newly elected public 
officials, government employes, receiv- 
ers, attorneys for receivers, owners of 
real estate leases, bakery and food com- 
panies, transfer and warehouse firms, 
employes of chambers of commerce, 
managers of chain stores, laundries, 
plant equipment repair houses, auto 
parts distributors, heirs to property, 
sellers of property, etc. 


Selling More Annuities 


Mr. Donnelly is selling more annui- 
ties than ever. The vast amount of 
“timid” money in savings banks affords 
the agent opportunity and responsibility. 
“Nobody,” Mr. Donnelly reminded 
agents, “ever says, ‘bring me so much 
life insurance.’” Take the trainer of 
Twenty Grand? He didn’t want life 
insurance, but one day following a race 
which Twenty Grand won, Mr. Don- 
nelly said, “How about 20 grand of 
life insurance for you?” This way of 
putting it appealed to the man, and 
Donnelly delivered $20,000 for his wife 
and each of their children as well as 
the one for the trainer. 

“We've got to go back to work. It’s 
hard to sell a big case to the life com- 
panies, even as small as $25,000, these 
days, and the answer is, sell $1,000’s 
and $2,000’s.” Mr. Donnelly sold 250 
cases last year. “I like big cases, sure, 
but I have a quota of 200 cases a year 
and for seven years I’ve belonged to the 
two-a-week club in our agency. I have to 
do it to keep in training and to keep 
up my morale. Many app club mem- 
bers tell of Saturday night sales they 
would not otherwise have secured. Few 
life men know how to take hold of a 
situation and bring it to a close. The 
answer is, go after a policy as you used 
to, as if it was the most important 
thing in the world that you get it. 

“Hats off to the times gone by, but 
coats off to the future.” 


Weekly Quota Imperative 


“Make you a weekly quota and it will 
make you,” was the theme of Mr. Wil- 
son’s talk on “Organized Effort.” The 
best stimulant for making such quotas 
is the effort to secure them by Wednes- 
day night. The sooner such a quota 
is secured, the greater the agent’s mo- 
mentum. 

“It is better to write a $10,000 app 
each week than to write $100,000 and 
loaf nine weeks. Consistent production 
keeps us in the closing frame of mind. 





Few underwriters can succeed with 20 
or 30 cases a year. Fifty should be the 
minimum, 

“It has been estimated that the aver- 
age agent spends only 48 minutes a day 
actually in the presence of the prospect. 
The rest of the time is pure overhead 
which the agent should constantly try 
to decrease—with the aid of a secre- 
tary, checking himself on actual time 
spent with prospects, by the use of a 
monthly, weekly, and daily system of 
prospect inventory, by telephoning for 
definite appointments, etc. I try to be 
in the presence of a good prospect by 
9 in the morning and 2 in the after- 
calls I 


noon. All service schedule for 
the late afternoon. 
Need Definite Time Control 
“Records merely prevent us from 
fooling ourselves. We need a definite 
system of time control. Each month 


I list prospects whom I have reason to 
believe I can sell an amount of insur- 
ance equal to half my yearly quota.” 
A day or so before the interview Mr. 
Wilson writes his prospect, phrasing 
the letter so that it appears to come 
from the company. In it the prospect 
is reassured that Mr. Wilson will make 


no attempt to sell insurance. The let- 
ter breaks the ice and it makes Mr. 
Wilson complete the call. 

Each week Mr. Wilson tries to se- 


cure at least two sets of policies for 
“reviewing.” “Is your insurance so ar- 
ranged that your wife’s relatives will 
benefit in case of your death?” is one 
question he often asks in order to make 
the prospect recognize the importance 
of a comprehensive insurance plan. In 
preparing the review, he blocks out the 
distribution of the man’s insurance in 
colored pencil, then prepares in the 
(CONTINUED ON PAGE 15) 





New Commissioner Is 
Appointed in Michigan 


Charles E. Gauss of Marshall, Mich., 
has been appointed insurance commis- 
sioner of his state to succeed Commis- 
sioner C. D. Livingston, who becomes 
president of the Lloyds Insurance Com- 
pany of New York. He has not been 
active in business of recent years except 
as a director of the Marshall First Na- 
tional Bank. In times’ gone by he op- 
erated an extensive mail order business, 
selling a catarrh remedy. He has been 
prominent in the Democratic party 
councils and is regarded as one of the 
civic leaders in his community. He was 
a candidate for Congress at the Novem- 
ber election but lost to the Republican 
incumbent. 

Governor Comstock of Michigan ex- 
pressed great confidence in the ability 
of the new official. He said he regards 
the position as one of the most impor- 
tant in the state. Mr. Gauss was not a 
candidate for the office. The governor 
said that he had 56 applications for the 
position. 

Mr. Gauss has been mayor of Mar- 
shall for two terms and served as a 
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Moratorium Tide 
Inundates States 


Farm Mortgage Relief and Fore- 
closure Bans to Be Found 
on Every Hand 


DECRY PUBLIC HYSTERIA 
Duffield and Houston Appear Before 
Senate Committee—Restriction 
on Loans Feared 





NEW YORK, Feb. 
loan officials of life companies are hope- 
ful that the great mass of farm owners 
and other property owners whose land 
is not mortgaged, or at least not in diffi- 
will have a _ steadying effect 
radical moratorium 


23.—M ortgage 


culties, 
in keeping many 
schemes from materializing. 

Even in Iowa, hotbed of farm revolt, 
it will be noted the moratorium law 
passed last week leaves it to the courts 
to determine in each case whether the 
moratorium privilege shall be given. 
Thus there will be no wholesale sus- 
pension of interest and principal pay- 
ments by those who can afford to meet 
their obligations. 


Have Confidence in Court 


Most life insurance officials have no 
fear that state courts will decide other- 
wise than equitably on foreclosure cases 
where a moratorium is being asked. 
The intimidation of courts by angry 
mobs it is believed will not continue for 
long. 

A relatively high percentage of Iowa 
farms have mortgages on them. Many 
were purchased at high prices soon after 
the war, yet probably less than 25 per- 
cent of farm owners are unable to meet 
mortgage obligations. To the 75 per- 
cent or more who are not in trouble the 
wisdom of not driving capital from the 
state must be apparent, and it is thought 
likely the influence of this more con- 
servative group will prevail when the 
hysteria has died down somewhat. 

It is considered a favorable sign that 

(CONTINUED ON PAGE 13) 








member of the school board for 12 
years. He took up his duties Monday 
morning, being introduced to the staff 
by C. D. Livingston, retiring commis- 
sioner, who cooperated in making him 
familiar with the main activities of the 
office. The new commissioner has not 
indicated what change, if any, he in- 
tends to make in the personnel of the 
department. The present deputies are 
H. B. Corell and R. M. Wade, who 
served under the last two commission- 
ers. Clyde B. Smith, former president 
of the National Association of Insur- 
ance Agents, and the new president of 
the Lansing Board of Fire Under- 
writers, was one of the first callers. Mr. 
Gauss is 59 years of age. He will con- 
tinue to keep his residence in Marshall, 
which is about 40 miles from Lansing. 
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Insurance Is Carrying on 
Despite Bank Moratorium 


MICHIGAN TIEUP ANNOYING 





Many Makeshift Measures Adopted by 
Companies and Agencies—May Be 
Extended Further 





DETROIT, Feb. 23.—The first week 
of the 10-day bank moratorium, during 
which all banks. and trust companies in 
the state, with but few exceptions, sus- 
pended operations on proclamation by 
Governor Comstock, hastily supported 
by legislation, passed without seriously 
hampering insurance operations, al- 
though it resulted in almost endless an- 
noyance and involved the establishing of 
new methods of financing and operation. 

Life, fire and casualty companies in 
the state got by without much difficulty 
by meeting their obligations from funds 
on deposit in banks outside of Michigan, 
while the large agencies in all lines im- 
mediately wired for funds from their 
companies and paid losses and other de- 
mands on them in cash. 


Some Use Postal Orders 


Some made use of postal money 
orders. They were handled without 
trouble through the cooperation of the 
postoffice department, which shipped 
funds into the state for use in lieu of 
postal funds tied up in the banks. 

All branches of the business cooper- 
ated with policyholders by accepting 
checks on local banks for premium de- 
posits, giving interim receipts pending 
the collection of the specified amounts 
from the banks. Few, however, gave 
record receipts where premiums were 
paid by check. 

The Western & Southern Life estab- 
lished in Detroit a spot-cash claim pay- 
ments office to pay immediately all death 
losses and matured endowments. Sev- 
eral thousand dollars in cash were taken 
to Detroit by Vice-president J. F. Ruehl- 
mann, Treasurer C. C. Stayman and As- 
sistant Treasurer A. C. Stevens. To 
safeguard Michigan policyholders the 
company will accept checks in payments 





Kemper Interests Certain to 
Get Illinois Life Business 


LINCOLN NATIONAL BID OUT 





Delay Causes Fort Wayne Company’s 
Withdrawal—New $1,250,000 Com- 
pany Practically Assured 





The Kemper-Associated Mutuals’ pro- 
posal of establishing a new $1,250,000 
company to reinsure the defunct Illinois 
Life is known to be practically assured. 
The Lincoln National Life has with- 
drawn its proposal, which was recom- 
mended along with that of the Kemper 
group by the receiver to Federal Judge 
Wilkerson in Chicago, because of the 
delay in making the decision. General 
Abel Davis, the receiver, has conferred 
with Judge Wilkerson and made his final 
report and has gone to Florida for a va- 
cation so it seems that the court will 
formally approve the Kemper bid. 


Delay Held Harmful 


It is understood that the Lincoln Na- 
tional Life withdrew its bid because the 
interim between the failure of the com- 
pany and its reinsurance has become so 
great that it feels there will be a tre- 
mendous shrinkage in the outstanding 
business of the Illinois Life. The Lin- 
coln National also feels that if it had 
been awarded the business and further 
litigation should ensue greater shrinkage 
would be incurred before the formal con- 
tract could be signed. This might mean 
a further delay of a month or two which 
would permit new raids on the outstand- 
ing business. 








of all premiums due during the holiday 
period. 

Banks opened Feb. 14 for change 
making purposes only and by the fol- 
lowing day most of them were cashing 
checks on out-of-state banks for good 
customers and were accepting such 
checks for collection from others. Banks 
opened Thursday under certain restric- 
tions by gubernatorial decree. Insur- 





(CONTINUED ON PAGE 15) 


Many Important Problems 
Before Fraternal Congress 





LEGISLATIVE REVIEW GIVEN 





Speakers Emphasize Necessity for Main- 
taining Benevolent Idea Along 
with Insurance 





NEW ORLEANS, Feb. 23.—Many 
important problems were taken up by 
the National Fraternal Congress at its 
meeting here this week, including those 
of municipal bond investments as 
affected by reductions in real estate 
values, funds tied up in closed banks and 
measures pending before several legis- 
latures dealing with the question of 
whether fraternals shall be allowed to 
issue membership insurance certificates 
that are not subject to by-laws enacted 
thereafter. 

Fraternals can continue to be benevo- 
lent organizations and at the same time 
provide all modern forms of life insur- 
ance, Norton J. Williams, Neenah, Wis., 
vice-president Equitable Reserve Asso- 
ciation, asserted, if they continue to 
carry on with their modern life insur- 
ance policies the benevolent work of 
the past. 

S. H. Hadley, Sharon, Pa., president 
Protected Home Circle, said the experi- 
ence of his society is that the local 
lodge cannot be over-emphasized, be- 
cause the growth of fraternalism is in 
proportion to the activities of the local 
lodges. 

Bradshaw Reviews Legislation 


The problem of the closed contract 
was emphasized by De Emmett Brad- 
shaw, Woodmen of the World, Omaha, 
chairman of the congress committee on 
statutory legislation, who asserted that 
fraternals cannot write closed contracts 
in one state and open contracts in an- 
other. He referred to the pending Texas 
measure that would prevent variation of 
rate for any member whose membership 
was five years old, an Arkansas proposal 
that would require that all terms of the 
membership insurance certificate must 
be written in the contract, a Nebraska 
measure prohibiting payment of any fra- 








TRIUMVIRATE IN AETNA LIFE SHIFT 











Ss. T. WHATLEY 
New Vice-President 


The retiring vice-president of the 
Aetna Life, K. A. Luther, who becomes 
New York general agent, participated 
in a luncheon in Chicago Tuesday, be- 
ing introduced by his successor, S. T. 
Whatley, Chicago general agent, who 
takes his new position at Hartford 
March 1. Mr. Luther introduced Mr. 
Whatley to the Chicago fraternity about 
nine and a half years ago. He officiated 











KENDRICK A. LUTHER 
New New York General Agent 


in the capacity of introducer this week 
in presenting R. S. Edwards, New York 
City general agent, who succeeds Mr. 
Whatley. Mr. Whatley stated that this 
shifting of forces was probably unique 


in life insurance. Mr. Luther of his own 
accord desired to return to general 
agency work. He was asked to nomi- 
nate his successor, which he did. When 
Mr. Whatley therefore was elected vice- 


R. 8S. EDWARDS 
New Chicago General Agent 


president he, in turn, was requested to 
nominate his successor, which he did 
in Mr. Edwards. The three were in 
Chicago not only at this luncheon but 
at an Aetna Life gathering on Wednes- 


Plans for Annual Meeting 
Discussed by Commissioners 





VIEW DEPARTMENT ECONOMY 





Curbing of Activities of Unlicensed Com. 
panies to Be Considered at Chicago 
Gathering in June 





ST. LOUIS, Feb. 23.—Plans for the 
annual meeting of the National Conven- 
tion of Insurance Commissioners in Chi- 
cago June 1-3 were considered at the 
executive committee meeting here. One 
of the subjects that will be discussed js 
economizing in departmental supervision 
without sacrificing public safety. The 
commissioners recognize that all insur- 
ance companies must reduce their costs 
to conform to new conditions and they 
will consider how the insurance depart- 
ment can cooperate in reducing the com- 
panies’ expenses. Most of the commis- 
isioners have already taken steps to effect 
savings by compelling their examiners 
to reduce the time for company exam- 
inations to a minimum consistent with 
proper investigation. It is also believed 
that other economies can be realized in 
regard to filing of company statements 
and other reports. 

Activities of unlicensed companies 
which use radios and local newspapers 
to secure policyholders in other states, 
will also be discussed by the commis- 
sioners. It is hoped that by the coopera- 
tion of all commissioners it may be pos- 
sible to curb the activities of small as- 
sessment concerns that resort to these 
illegal methods of getting business. 








ternal salaries in excess of $5,000 per 
year each, and an Idaho bill that he said 
was sidetracked after its nature was ex- 
plained. 

Douglas Casey, vice-president, A. C. 
Allyn & Co., Chicago, said it is a mat- 
ter of record that bank failures consti- 
ture the outstanding contributing cause 
of municipal defaults. 

Arthur J. Donovan, Chicago; Fred A. 
Service, Sharon, Pa., and Earle R. Stiles, 
Omaha, were among speakers before the 
Fraternal Law Society. 


Went to Far South 


For the first time in its history of 
more than sixty years of operation, the 
National Fraternal Congress is meeting 
in the far south with some 200 exect- 
tives from the 83 fraternals. There 
were programs of the several sections— 
presidents, secretaries, medical dire-f 
tors, editors. 

The executive committee with Mn FF 
Mary E. LaRocca, president, formulated 
a program for the annual conver 
tion scheduled for Milwaukee Av 
28-31. Plans were also made for tht 
participation of the N. F. C. at th 
Century of Progress at Chicago a 
for a great fraternal day to be feature 
probably at the close of the annual cot 
vention. 

Officers of the Association 


Officers of the National Frater@® 
Congress are: President, Mrs. M. £ 
LaRocca, Omaha, Neb.; vice presides) 
B. C. Marsk, Fargo, N. D.; secretary 
treasurer, T. H. Cannon, Chicago; on 
ecutive secretary, Frances R. Leali 
Chicago. Executive committee: iS 
Allen, Topeka, Kan.; J. C. Karel, Mi 
waukee; Dr. Hada M. Carlson, Ro 
Island, Ill.; P. F. Gilroy, Denver, Cole 
Wm. F. Traub, Chicago; A. A. Bentles 
Fulton, Iil. : 

M. D. Larsen of Madison, Wis., 9 
sided at both sessions, Tuesday *“% 
Wednesday. 

Speakers at the meeting Tuesda 
were: A. J. Donovan, Chicago, “Cat! 
Fraternal Society Exempt the Risk © 
Presumption of Death After Se 
Years Unexplained Absence?” 0® 
talks were made by F. A. Service © 
Sharon, Pa., and E. R. Stiles, Oma 


baths, Nie. oo 


5 
f 
; 













day. Mr. Whatley will occupy Mr. 
Luther’s residence in Hartford. Mr. 
Edwards will likely take over Mr. 
Whatley’s apartment in Chicago. Mr. 








Luther will reside at Scarsdale, N. Y. 
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Fulton Tells How 
to Make a Living 
Home Life tiie Urges Con- 


centration on Small Group 
of Prospects 


WARNS AGAINST GOSSIP 


Organization of Sale Hard But Impor- 
tant Work—Confidence Must 
Be Gained 





KANSAS CITY, MO., Feb. 23.— 
Making a living by selling life insurance 
under present conditions was discussed 
by President James A. Fulton of the 
Home Life of New York at the sales 
congress here last week. “Selling life 
insurance under present conditions is a 
hard task,” he said, “and such changes 
in method have been necessary as not 
only to bewilder the new man but men 
with good records as well. I suggest 


that the best approach to the problem 
for old agents is to place themselves in 
the frame of mind of a man just enter- 
ing the business.” 

The orthodox advice to agents, that 
“The world is your field, everybody is a 
prospect, all you have to do is see five 
people daily,” Mr. Fulton scouted as 
not founded on facts. In the first place 
such advice is not apt to be followed. 
In the second, it isn’t the process by 
which results are being secured under 
present conditions. 


Sale Is Exception 


“With life agents the sale is the ex- 
ception and failure to sell the rule. It is 
bad for the moral fibre of a man to 
experience so many failures. I know of 
no other business men who do. The 
life agent fails, and fails, and fails—a 
Process that is heart- and backbone- 
breaking.” 

“If we could make our interviews, not 
a matter of success or failure, but an 
integral part of the sales process,” Mr. 
Fulton continued, “we would come out 
feeling we had accomplished something 
and not that we had failed. 

_“Life insurance has been, not profes- 
sional, but specialty selling; however, 
from the standpoint of common sense 
the time has come when we can profit- 
ably approach the problem from the pro- 
fessional angle.” 


Work Small Group 


“Professional men build up a select 
Sroup whom they serve as they need 
their services,” said Mr. Fulton. “Select 
a small group of about 500 persons who 
know you, who have for you a kindly 
and friendly feeling, who think of you 
when they think of life insurance. Of 
course you will add and remove names 
constantly. But you will cultivate this 
group, getting to know its members 
from as many angles as possible. See 
them three times yearly and mail them 
a birthday card and one piece of litera- 
ture, Suppose you sell each one only 
a of insurance every five years. 

hen you are a $200,000 a year man. 

; Isn't this a more intelligent method 
of getting to be a $200,000 a year pro- 
ducer than the usual one? 


Preliminary Work Hard 


Th It is not hard to sell life insurance. 
ba actual sale, when it comes, comes 
= a measure of ease. Organization of 
pre org steps so the sale goes off 
eH A ould, is hard—building contact 
do — dence. And certainly you can’t 
a siness unless the man has confi- 
€ im you. How many laymen read 
(CONTINUED ON PAGE 26) 





Financial Statements of Life 
Companies of Much Interest 





The Equitable Life of New York in 
its annual figures shows an increase of 
$71,464,259 in assets, making that item 
$1,471,697,007. It set aside $41,554,566 
for policyholders’ dividends and there re- 
mains a surplus of $64,208,603. All obli- 
gations were paid promptly and in full 
out of current funds without making any 
sale of securities or borrowing money. 
It disbursed $222,035,901 to policyholders 
and beneficiaries. This brings the total 
payments to policyholders since organi- 
zation of nearly $3,000,000,000. 

The total income, $354,742,954, ex- 
ceeded the disbursements by $69,573,043. 
The insurance in force was $6,665,098,- 
062. New insurance totaling $620,110,- 
451 was paid for, of which $465,755,264 
represented ordinary and $154,355,187 
group. In the annual readjustment of 
salaries of all officers and employes re- 
ceiving $5,000 and more annually, the 
directors approved a report by the sal- 
ary committee recommending reductions 
amounting to approximately 13 percent 
of the total payroll of this class of offi- 
cers and employes. The only change in 
the official organization was the appoint- 
ment of Sterling Pierson as general so- 
licitor. He was graduated from Colum- 
bia law school in 1924 and was an 
assistant in the law office of Murray, 
Aldrich & Roberts until he entered the 
home office of the Equitable in Septem- 
ber, 1925. 


Victory Life of Topeka 


Secretary and General Manager W. J. 
Bryden has presented the annual state- 
ment of the Victory Life of Topeka, 
Kan., showing assets $3,103,105, capital 
$200,000, net surplus $313,286. It in- 
creased its assets last year $749,780, pol- 





icy reserves $587,778, surplus $113,208, 
and insurance in force $4,125,000. It now 
has $24,755,000 insurance in force. Its 
surplus gain was $13,368. It set aside 
$63,386 as contingency reserve. Last 
year the company took over the Cosmo- 
politan Life of Topeka. It has had to 
borrow no money nor sell any securi- 
ties to meet its demands. Its mortality 
ratio was 35 percent. Its policyholders 
dividends last year were $151,728, this 
being 35.5 percent on charter stock poli- 
cies and 12.5 on regular prorate partici- 
pating policies. This is the same per- 
centage that the company has paid since 
1923. 
American Central Life 

The American Central Life of In- 
dianapolis in its new annual statement 
shows assets $18,963,429. Its real es- 
tate is valued at $2,769,651. Its mort- 
gage loans are $6,226,111. There are 
1,065 loans about equally divided be- 
tween city and farm property distributed 
in 15 states. Policy loans are $4,948,237. 
It has $577,148 in cash and $3,767,818 in 
high grade bonds of which $3,532,204 are 
federal bonds. It has no unpaid appli- 
cations for loans or cash surrenders. It 
has paid all its demands on the dot. The 
management announces that no money 
is invested in any enterprise in which an 
officer or director is interested. It has 
on deposit the full reserves with the 
state of Indiana and in addition $1,470,- 
819 as a further guarantee. 


Ohio National Life 


The Ohio National Life has published 
its 1932 statement in rather unusual 
form. The asset column is headed “We 
Own,” and the liability column “We 

(CONTINUED ON PAGE 26) 











word. 


but poor Hulda! 


sent disaster. 


neighbor’s keeper ?”’ 


“Poor Hulda!” 


From one of our Iowa representatives comes 
this poignant story of the times: 


**My neighbor, a bachelor, has invested enough 
in Annuities to give him a Guaranteed Monthly 
Income of $200. Depression? He knows not the 


‘In the back of his house, working at his scrub- 
bing and cleaning for a mere pittance, is 76-year- 
old Hulda, with her $7,000 she had accumulated 
(with skimping) for her old age, all tied up in 
closed banks and bad investments. Lucky J. B---, 
Did I, as a neighbor and an in- 
surance Agent, do my duty by her? For I didn’t 
show her the way to a future without worries.”’ 


Every Agent has had a similar experience, of 
a neighbor or a friend to whom he did not offer 
the service of life insurance, and to whom life 
Such an accident is a grievous 
answer to the quibbler’s question, ‘‘Am I my 
Let’s have another look 
around the neighborhood! 
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THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 
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Eckert Proposes 
Changes in Law 


Recommends Ten Types of Com- 
pany Investments and Six 
Safeguards in Illinois 


SUGGESTS RESTRICTIONS 


Company Counsel and Former Chairman 
of A. L. C. Legal Section Before 
Actuarial Club 


Ten specific recommendations as to 
classes of securities in which funds of 
life companies should be invested and 
six safeguards which should surround 
the making of these investments in IIli- 
nois were set forth at the meeting of 
the Chicago Actuarial club Tuesday by 
W. H. Eckert, general counsel Federal 
Life, former chairman legal section, 
American Life Convention, and member 
of the Chicago law firm of Loucks, 
Eckert & Peterson. — 

Mr. Eckert said briefly a life company 
organized under Illinois law “may in- 
vest in any securities it sees fit, just so 
it does not invest in the stock of min- 
ing companies or manufacturing com- 
panies known as industrials.” 

His recommendations as to types of 
investments to which life companies 
should be limited were: 

Types of Investments 


1. Bonds or securities issued by the 
United States. 

2. Bonds of any state of the United 
States where none of its issues are in 
default. 

3. Bonds of any county, city or mu- 
nicipality in any state where the laws do 
not permit governmental indebtedness in 
excess of 5 percent of the assessed val- 
uation of property for taxation therein, 
and where such total indebtedness does 
not exceed 5 percent and none of these 
bonds are in default on the date securi- 
ties are purchased. 

4. First mortgages upon improved 
and income-producing real estate for not 
to exceed 50 percent of the reasonable, 
fair cash market value and where the 
income is sufficient to pay interest, taxes 
and operating expenses, and to amortize 
the improvements thereon on the basis 
of 3% percent per annum on fireproof 
construction, 5 percent on brick struc- 
tures and 7 percent on frame. All pro- 
perties to be appraised by one appraiser 
selected by the company and one by the 
insurance department of the state in 
which the property is located, or in lieu 
thereof by the appraisal board of an 
established independent organization 
such as the Chicago Real Estate Board 
and similar associations. 


Mortgage Bonds Included 


5. First mortgage bonds of any cor- 
poration which shall have been in ex- 
istence at least five years where its 
bonded indebtedness does not exceed 50 
percent of the reasonable, fair cash mar- 
ket value of its property and where no 
default in payment of interest shall have 
occurred for a period of five years and 
the interest shall have been paid out of 
current yearly earnings. 

6. Preferred stocks of corporations 
engaged in some basic industry that 
have been in existence for a period of 
five years and shall have paid dividends 
out of current annual earnings for at 
least five consecutive years prior to the 
date of the purchase of such stock. 

7. Buildings used for home office pur- 
poses, the total investment in which, in- 
cluding any indebtedness against the 


(CONTINUED ON PAGE 15) 
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Hanareds of “insurance books” 
... only One like this 


It does not contain a discussion of policy forms, 
nor instructions on how to fill out an application. 
There is nothing in it about actuarial science or the 
mortality table. It does not seek to “‘educate”’ the 
agent by filling him full of information. Not that such 
information is not valuable, but because such is not the 
purpose of the NWNL Guide to Successful Life Under- 
writing. 

The Guide presupposes that the NWNL agent who 
is to use it has completed the Company’s primary train- 
ing course and has already proved his ability to make 
a living in the life insurance business. Its purpose is 
to provide a selling procedure which will enable such an 
agent to climb to a higher level of selling and thus sub- 
stantially increase his income. 


To get the facts for this manual, early in 1932 
NWNL retained the services of a nationally known sales 
research organization serving America’s industrial lead- 
ers. This organization sent trained observers (not life 
insurance men) into the field with NWNL salesmen, who 
reported interviews verbatim and vividly described the 
scenes and circumstances affecting each case. This 
book, therefore, is based not on how salesmen say they 
sell life insurance but on how they actually do sell it. 

It is in easy-to-read and easy-to-use form. Itisa 
working tool for getting results. The NWNL Guide to 
Successful Underwriting is just one more proof of 
NWNL’s superiority and leadership in the matter of 
agents’ helps. 
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R. S. ewe Senha: at Sales 
Congress in Kansas City, Mo. 





STRESSES MENTAL ATTITUDE 





No Better Place to Save Money Than 
in Life Insurance, Banker 
Declares 





KANSAS CITY, MO., Feb. 23.—Ap- 
proximately 250 life underwriters from 
western Missouri and Kansas attended 
the annual sales congress of the Life 
Underwriters’ Association of Kansas 
City here last week. Among the speak- 
ers were R. S. Moore, supervisor of 
agents Midland Mutual Life, who spoke 
on the “Proper Mental Attitude”; C. W. 
Allendoerfer, vice-president First Na- 
tional Bank of Kansas City, on “The 
Stability of Life Insurance Today.” 

“Success,” Mr. Moore asserted, “is the 
achievement of happiness, and proper 
mental attitude alone will make men 
happy. For the proper mental attitude 
you must have self respect and self con- 
fidence, of which no one has enough. 
You cannot meet other people on the 
basis of fear and suspicion and gain their 
respect and confidence. And without 
such a basis of communication with 
others, life insurance cannot exist. 

“To possess confidence in and respect 
for your profession look at life insurance 
objectively, its assets which make it the 
second largest business in the world; in- 
surance in force; safety; number of 
policyholders, its record during the de- 
pression. What are life insurance men 
doing to sell themselves on life insur- 
ancef Compare their attitude toward 
life insurance with that of a grocery 
salesman toward his ‘line.’ Life insur- 
ance is a great opportunity—and a very 
grave responsibility.” 

Mr. Allendoerfer said the record of 
life insurance during the past two years 
is remarkable when it is realized that 
nearly every financial group in the 
United States has suffered great tinan- 
cial losses, which some were unable to 
withstand. In the saving by policy 
loans of thousands of situations, appar- 
ently with ease, life insurance has more 
than justified itself and taken on new 
glories. 

“T am not alarmed about farm loans,” 
he said. “Life company officials will tell 
you that over a 50 to 75 year period they 
have had foreclosure epidemics worse 
than the present one. Subsequent re- 
vivals of business always have enabled 
sale of properties with no reduction in 
principal and little, if any, in interest. 

“IT have an abiding faith in the life 
insurance companies of this country— 
and, in my opinion,” the banker said, 
“there is no better place to save money 
than in life insurance.” 





Investigation Bill Tabled 


Illinois House Insurance 
Smothers Measure Proposing 
Probe State Department 


SPRINGFIELD, ILL., Feb. 23.— 
The insurance committee of the Illinois 
House has tabled Resolution 34 by John 
Upchurch of Eldorado calling for an in- 
vestigation of the Illinois insurance de- 
partment. 

Superintendent of Insurance Palmer 
addressed the committee in opposition. 
Representative J. P. Boyle, Chicago, de- 
clared the resolution against public in- 
terest at this time and urged legislators 
not to obstruct Superintendent Palmer 
in the administration of the insurance 
department now 

Circuit Judge Stone at Springfield has 
dissolved the temporary injunction he 
previously had issued restraining Ernest 
Palmer, superintendent of insurance 
from removing a civil service employe. 
The court ruled that the civil or prop- 
erty rights of the plaintiff were not in- 
volved, the issue being purely political. 
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Great Senutuen Life Is 


Host to Its Field Men 





PRESIDENT BECKER AT HELM 





Unique Entertainment Was Provided Ip 
Addition to the Serious Business 
of State 





SAN ANTONIO, TEX., Feb. 23~ 
About 100 stockholders and directors of 
the Great American Life Underwriters. 
Inc., and agents of the Great American 
Life of San Antonio are enjoying a gala 
week in connection with the annual con- 
vention of those companies. 

President C. E. Becker, who knows 
the fine and hospitable art of eatertain- 
ing, arranged a round of activities for 
the entire week, the most unusual being 
a two-day visit to Nuevo Laredo, 
Mexico, for the Washington birthday 
celebration there, which included a bull 
fight. 

A luncheon was given Monday at 
which three San Antonio leaders cited 
the value of the Great American com- 
panies as a local enterprise, they being 
H. H. Ochs, past president of the San 
Antonio association of commerce; R. D 
Barclay, vice-president of the National 
Bank of Commerce, and William Brock- 
hauser of the mayor’s vigilance com- 
mittee. 


President Entertained at Home 


Monday evening the conventioneers 
were guests of Mr. and Mrs. Becker at 
their spacious home, and afterwards the 
party was taken to an inn outside of San 
Antonio. Business meetings were held 
Tuesday in the Great American offices, 
which are decorated in magnificent style 
On Wednesday and Thursday respects 
were paid to Mexico and its institutions. 
The activities will be concluded with a 
banquet Friday evening at which one of 
the principal speakers will be the new 
life insurance commissioner, R. L. 
Daniel. Other speakers will be the 
lieutenant governor and the mayor of 
San Antonio. 

Mr. Becker has surrounded himself 
with influential investors from several 
states and he inspires enthusiasm among 
his associates. He is probably the 
youngest life company president in the 
United States and has vast ambitions. 
Representatives and investors are here 
from North Dakota, Colorado, Montana, 
Idaho, Kansas, as well as Texas. 

The Great American people are proud 
of the liquidity of their company, about 
72 percent of its assets consisting o! 
cash, United States government, state 
and municipal bonds. 


Cash Values Exempted 


The South Dakota statute exempting 
the proceeds of policies payable to 4 
named beneficiary from claims of credi- 


tors “to the extent of $5,000,” has been 
held by the South Dakota supreme cour! 
to exempt the cash surrender value not 
exceeding $5,000, as well as a face amount 
of $5,000. The case was Schuler Vs 
Johnson. The validity of the statute was 
upheld on the ground that it was a ree 
sonable exercise of legislative discretion 
under the state constitution, which im- 
poses upon the legislature the duty 0! 
exempting a reasonable amount of pet 
sonal property from forced sale to sat 
isfy claims of creditors. 


Phoenix Mutual Honors Kuesel 


The Phoenix Mutual has awarded the 
directors’ cup to H. N. Kuesel, manage 
of the uptown agency in the Chrysler 
building at New York City. This is the 
first agency to win the cup. It was 
announced by the directors that this 
would be awarded to the agency attail- 


ing the highest rank in the recognize¢ § 


factors of successful management. M* 
Kuesel joined the Phoenix Mutual in 
1927 after 13 years’ selling experience 
in other lines. He became manager ® 
the agency in 1930. 
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NEW YORK LIFE INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK, N. Y. 











88th ANNUAL STATEMENT « DECEMBER 31, 1932 























A Mutual Organization 
Founded in 1845 


Incorporated under the Laws of 
the State of New York 


BOARD of DIRECTORS 
December 31, 1932 





JOHN E. ANDRUS 
Manufacturer, Arlington Chemical 
Company 


NATHANIEL F. AYER 
Treasurer, Cabot Manufacturing 
Company 


(Textiles) 
CORNELIUS N. BLISS 
Chairman of the Board, 


Bliss, Fabyan & Company 


HENRY BRUERE 
President, 
Bowery Savings Bank 


MORTIMER N. BUCKNER 
Chairman of the Board, 
New York Trust Company 


THOMAS A. BUCKNER 
President 


NICHOLAS MURRAY BUTLER 
President, Columbia University 


CHARLES A. CANNON 
President, Cannon Mills Company 


*CALVIN COOLIDGE 
Former President of the United States 


GEORGE B. CORTELYOU 
President, C ed Gas Company 


WILLIAM H. DANFOR 
Chairman of the Board, TRalston-Purina 
Company 


JAMES G. HARBOR: 
Chairman of the oe, Radio 
C wporation of America 


OHARLES D. HILLES 
N. Y. State Manager, 
Employers’ Liability Assurance Corp. 


HALE HOLDEN 
Chairman of the Board, Southern 
Pacific Company 


CHARLES EVANS 1 a Jr. 
Hughes, Schurman @ Dwight 


ALBA B. JOHNSON 
Retired 





PERCY H. JOHNSTON 
President, Chemical Bank & Trust 
Company’ 


WILLARD V. KING 
Retired 


GERRISH H. MILLIKEN 
Deering, Milliken & Company 


FRANK PRESBREY 
Chairman of the Board 
Frank Presbrey Company 


creaen M. REYNOLDS 
Chairman of the Board, Continental 
Illinois Bank & Trust Company 


J. BARSTOW SMULL 
Vice-President, J. H. Winchester & 
Company 


JESSE ISIDOR STRAUS 
President, R. H. Macy & Company, Inc, 


RIDLEY WATTS 
Director, Chemical Bank & Trust 
Company 





*Died January 5, 1933. 





Elected January 11, 1983: 
ROBERT E. DOWLING 
President, City Investing Co. 





To the Policy-holders and the Public:— 


During the year 1932 the New York Life Insurance Company paid to its living policy-holders and 


to the beneficiaries of those who died, the sum of 


$255,200,187.69 


It met every obligation from its current cash income, made new investments during the year amount- 


ing to 


and closed the year with a larger amount of cash in bank than at any other year-end in its history. 


The assets of the Company amount to 


$1,974,076,041.43 


The total liabilities of the Company amount to 


$1,860,106,133.54 


included in which are policy reserves calculated upon the most conservative basis used by Life Insur- 
ance companies; a provisional apportionment of $52,059,288 for 1933 dividends to policy- -holders, and a 


special reserve, not required by law, of $36,630,709.74 


Its unassigned funds (surplus) over all liabilities amount to 


$113,969,907.89 


New paid for insurance effected during 1932 amounts to over 


$521,000,000 


At the close of 1932 the Company had outstanding insurance in force of over 


$7,300,000,000 


The total income of the Company during the year was 


$407,235,904.31 


The following table shows the assets of the Company under various headings and the percentage of 


each to the total: 


Description of Investment Asset Value 


Per Cent to 
Total Assets 











ee es cee es ene eed ee ene wenn cabs $ 27,697,604.76 1.40 
United States Government Bonds...............+.sseeeeee08 56,009,519.74 2.84 
State, County and Municipal Bonds................+000e0005 129,486,343.11 6.56 
Public Utility Bomds.........ccccccccccccccccccscccccseces 147,550,734.61 7.47 
EE ea ne eer ree pr 19,187,336.03 97 
ee er er eee re ee 376,878,012.42 19.09 
Canadian Bonds (Dominion, Province, City, etc.)............ 38,847,205.78 1.97 
United Kingdom of Great Britain and Ireland Bonds......... 4,987 ,377.90 25 
Other Foreign Bonds...........--.00eeeeeeeeeeeeeeeeeeeees 2,359,029.10 12 
Preferred and Guaranteed Stocks.............0seeeeeeeeeees 80,883,896.00 4.10 
Real Estate Owned (including Home Office) ................. 48,146,598.73 2.44 
First Mortgages on City Properties.............+60sseeeeeees 529,478,296.81 26.82 
First Mortgages on Farms......... 2.66600 eeeeeeeeeeeeeeeees 22,451,275.96 1.14 
Policy Loams ......cccccccccccccccccccccccccseccecessseees 419,798,911.98 21.27 
Interest and Rents Due and Accrued................eeee000: 36,168,670.83 1.83 
eS ooo i a yaateesenesehebbeneneuias 34,145,227.67 1.73 

i a ee een eae nenea ede $1,974,076,041.43 100.00 
| 


(In this statement, bonds not subject to amortization and all 
Preferred and Guaranteed stocks are valued on basis pre- 
scribed by the National Convention of Insurance Commissioners. 


Thomas A. Buckner 


President 
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DASPIIOODID 





You may laugh up your sleeve at the thought of a 
“cub” aspiring to the $500,000 Club. But maybe 
it’s not so far-fetched after all. At least it’s a goal 
for every Union Central agent to shoot at—and 
I’m going to shoot along with the rest of them this 
year! 

Just the other day, one of the $500,000 men 
came around to give us a little talk. He had just 
come back from the Club’s convention in Miami, 
and was primed with new ideas and plenty of pep. 


“Tt gives you a real kick, men,” he told us, “to 
shake hands with new friends, and know that every- 
one you meet is a big producer. Fifty-three men 
and one woman—and together they wrote over 
thirty million in a year’s time! 

Then he went on to relate a few of the ideas ex- 
changed at the convention—some clever wrinkles, 
but mostly sales ideas that were the result of sound 
psychology. The majority of them centered around 
“merchandised selling’—the plan developed by 
U. C. L. to coordinate radio, magazine advertising, 
and personal effort into one grand push. No wonder 
Union Central is going places! 


So with that talk ringing in my ears, Fred, and 
with some swell ideas racing around in my head, 
I don’t think it’s shooting at the moon for me to be 
thinking about the $500,000 Club this year. 


I’d tell you more about those new ideas, but I 
have to shove off for a dinner date with a prospect 
who, incidentally, has a daughter named Sue. We 
insurance men certainly are tireless workers! 


Your Otp RooMMATE, 






ASASASASASAASAS, 


THE UNION CENTRAL 





INSURANCE COMPANY 


LIFE 
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January Production Off 





NEW YORK, Feb. 23.—January new 
life business was 35 percent less than in 
January, 1932, according to the Life 
Presidents Association. New paid 
amounted to $614,431,000 last month, 
against $944,848,000 in January, 1932. 
Ordinary was $423,573,000 against $615,- 
376,000, a decrease of 31.2 percent; in- 
dustrial, $168,312,000 against $217,552,- 
000, a decrease 22.6 percent; group, 
22,546,000 against $111,920,000, decrease 
79.9 percent. 


BUREAU REPORTS ON SALES 


Sales of ordinary insurance in Janu- 
ary in the United States were 26 percent 
below those of January, 1932, the Life 
Insurance Sales Research Bureau re- 
ports. This general decrease in sales 
was reflected in every section. New 
England showed the smallest loss for 
the month with Connecticut and Massa- 
chusetts reporting an experience much 
above average. Of the individual states, 
Nebraska showed the best experience 


with sales only 6 percent below those 
of a year ago. 

The subjoined figures give a compari. 
son by sections of sales in January, 1933, 
compared to January, 1932, and of the 
last 12 months to the preceding 12 
months. In the New England and west 
north central sections where the expe- 
rience for the month is better than for 


the last 12 months, the indication js 
that the trend in sales is upward: 
Last 

12 months 

Jan., 1933 omp. to 

Comp. to Previous 

Jan., 1932 12 months 

; Percent Percent 
United States total.... 74 78 
New England......... 83 80 
Middle Atlantic....... 72 78 
East North Central... 78 78 
West North Central... 81 76 
South Atlantic........ 65 74 
East South Central... 71 76 
West South Central... 76 82 
DE ctnacheosense 63 74 
DEE. sukeedenenwedne 67 78 


These figures are based on the experi- 
ence of 79 companies which have in force 
91 percent of the total legal reserve or- 
dinary insurance outstanding. 








Reece Files His Answer to 
Tennessee Larceny Charges 





NASHVILLE, TENN., Feb. 23.—The 
$100,000 in bonds left with the blue sky 
division of the Tensessee insurance and 
banking department were still deposited 
with that division when he went out of 
office, J. I. Reece, former Tennessee 
commissioner, claims in an answer to 
the charge of larceny, filed in Nashville 
chancery court. 

The answer states “there was depos- 
ited with the former commissioner of 
insurance and banking, A. S. Caldwell, 
not for the purpose of qualifying under 
the blue sky law, but as a mere gratui- 
tous or bailment "deposit, $100,000 worth 
of bonds and the coupons attached and 
the same were still in the possession 
of the blue sky division of the depart- 
ment of insurance and banking when 
the defendant J. I. Reece, was qualified 
commissioner to succeed Mr. Caldwell, 
and said bonds were still so deposited 
with the blue sky division when this 
defendant went out of office on Jan. 16, 
1932.” 

Also Files Demurrer 


This answer was made to a bill filed 
seeking to restrain Mr. Reece or his 
brother, Lem Reece, from removing any 
money or bonds from any one of several 
banks. The bill was filed by the state 
on behalf of the Fidelity Investment 
Association of Wheeling, W. Va., which 
is declared to have deposited the bonds 
with the department. 

At the same time he filed an answer, 
Mr. Reece filed a demurrer claiming that 
the bonds deposited were so deposited 
as a trust fund and that the state has 
no authority to conduct the control of 
the trusteeship or direct its operation or 
institute suit on behalf of the bene- 
ficiary on account of any such fiduciary 
deposit or relationship. 

Mr. Reece pleaded not guilty at a 
preliminary hearing on charges brought 
by the state in connection with the al- 
leged discrepancy. Lem Reece also 
pleaded not guilty as to the charges 
made against him. Both put up $20,000 
bonds. 


Canadian Loan Men Meet 


TORONTO, Feb. 23.—At the annual 
meeting of the Colonization Finance 
Corporation of Canada, organized some 
years ago by farm loaning institutions 
to conserve and protect loans made on 
farms in the west, L. L. Lang, Mutual 
Life of Canada, was elected president 
and J. F. Weston, Imperial Life, vice- 
president, with the following executive 
committee: S. E. Cork, Confederation 
Life; A. E. Pequegnat, Mutual Life of 
Canada, and J. C. Breckenridge, Na- 
tional Trust Company, Toronto. 








Teachers in Lead, S. D., Must 


Buy Retirement Insurance 





The Board of Education of Lead, S. 
D., has enacted requirements that all 
public school teachers, except those now 
past 50 years of age, who have been 
employed in the Lead schools for 10 
years, or who are 35 years of age, must 
carry retirement insurance or the equiva- 
lent before being eligible to continued 
reelection. 

The amount of insurance required 
shall be sufficient to provide the insured 
with an income of not less than $50 a 
month at not to exceed the age of 60. 
Credit will be allowed for insurance 
taken out previously. The choice of in- 
surance company is a personal matter 
with the teacher, except that it must be 
a standard old line company of un- 
questioned stability. 

When a teacher has been employed 10 
years in Lead or reaches 35 years of 
age, he must exhibit his insurance to the 
secretary of the board of education and 
each year thereafter must show that the 
policies are still in force. 

In deciding to enact this requirement, 
the board of education decided that hope 
of a state wide pension system for 
teachers should not be relied upon. Fur- 
thermore, the board points out that such 
systems are in constant jeopardy be 
cause they are involved in state politics 
and may be subject to mismanagement, 
and the cost of a state system must 
fall upon taxpayers. 





—_—_——— 


Worthington With the Home 


NEW YORK, Feb. 23.—The Home 
Life has appointed W. P. Worthington 
an assistant superintendent of agencies 
He was previously with the Continental 
American Life, where he was succes 
sively agency secretary, manager 0! 
the home office agency and manager 0! 
the Philadelphia branch. In his new 
position he will devote his attention 
principally to production activities. 
work will supplement the activities of 
Cc. C. Fulton, Jr., superintendent © 
agencies, A. B. Doran, the other assist- 
ant superintendent, and their associates 
in the agency department. 


Watch for Society Solicitors 


TOPEKA, KAN., Feb. 
county attorneys have been asked by 
Commissioner Hobbs to watch 1 
agents soliciting business for three nom 


23.—Kansas 





admitted societies which the departme™ J 


believes are selling insurance: America? 
Aid Society, South Bend, Ind.; Nation® 
Aid Society, Springfield, IIl., and Great 


Southern Protective Association, Shreve 
port, La. 
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To my good 
friends in Chicago 


N leaving Chicago, I take with me many treasured 

memories. But none is more precious than the 
friendships I have been privileged to enjoy among 
you who are members of Chicago’s insurance frater- 
nity. My appreciation of your constant and cordial 
friendliness is deep. My gratitude for your generous 
cooperation and your kindly helpfulness is very real ... 
I am confident that my successor, Mr. Rockwood S. 
Edwards (call him “Rock” and he'll feel at home), will 
come to enjoy, as I have, your friendship and coopera- 


tion. I commend him to you—and you to him. 


GENERAL AGEN 1 


ETNA LIFE INSURANCE COMPANY 
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Financial Independence 
Week Committee Named 








The advisory committee on “Finan- 
cial Independence Week,” April 17-22, 
composed of life agency officers, is an- 
nounced by Chairman H. M. Holderness, 
Connecticut Mutual, as follows: 

H. E. Aldrich, Equitable Life of Iowa; 


H. H. Armstrong, Travelers; J. C. 
Behan, Massachusetts Mutual; Daniel 
Boone, Midland Life; A. G. Borden, 


Equitable, N. Y.; L. P. Brigham, Na- 
tional of Vermont; G. H. Chace, Pru- 
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dential; Jerome Clark, Union Central; 
S. F. Claybaugh, Protective Life; H. J. 
Cummings, Minnesota Mutual; L. J. 
Dougherty, Guaranty Life; J. A. Fulton, 
Home Life; W. T. Grant, Business 
Men’s Assurance; W. H. Harrison, At- 
lantic Life; G. L. Hunt, New England 
Mutual; D. G. Hunter, Phoenix Mutual; 
Stephen Ireland, State Mutual; W. W. 
Jaeger, Bankers Life of Iowa; L. S. 
Lindsay, New York Life; M. A. Linton, 
Provident Mutual; D. C. MacEwen, 
Pacific Mutual; J. A. McLain, Guardian 
Life; H. W. Manning, Great West Life: 
A. V. Mozingo, Volunteer State; H. E. 
North, Metropolitan; C. H. Parsons, 





Northwestern Mutual; Julian Price, 
Jefferson Standard; G. K. Sargent, Mu- 
tual Life; W. C. Schuppel, Oregon Mu- 
tual; H. L. Seay, Southland Life; W. T. 
Shepard, Lincoln National; E. G. Sim- 
mons, Pan-American Life; H. M. 
Moore, Sun Life; E. B. Stevenson, Na- 
tional Life & Accident; J. A. Stevenson, 
Penn Mutual; F. H. Sykes, Fidelity Mu- 
tual; Oliver Thurman, Mutual Benefit: 
Walter E. Webb, National Life U. S. A.; 
F. B. Wilde, Connecticut General. 

The Canadian committee consists of 
C. D. Devlin, Confederation Life; J. J. 
Murray, Dominion Life, and A. Gordon 
Ramsay, Canada Life. 
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Great 


Salesmen 
of History 

















BENJAMIN FRANKLIN 








N2 American statesman has left a deeper impression upon the 
habits of our people than Benjamin Franklin. 

Unusually versatile, any one of his accomplishments in science, 
philosophy or statesmanship would have secured for him a place 


in 


history. Yet, he is best known for the virtues of industry, 


perseverance, generosity and self mastery he worked out for his 

own life. 

In those dark days that followed the Revolution, he proclaimed 

by speech and printed page the necessity for thrift and construc- 
tive habits as vital factors in the life of a new nation. 

So fundamentally sound were his preachments that we 





find them poignantly applicable even today. 


Each week our National Thrift Week opens on the anni- 


versary of the birth of America’s Apostle of Thrift—a fitting 
tribute to Franklin's great salesmanship of a homely virtue. 


ROYAL UNION 


_ LIFE INSURANCE 
COMPANY 


T. J. MceCOMB 
Chairman of the Board 


DES MOINES, IOWA 


J. J. SHAMBAUGH 


President 











Sales Possibilities Undeveloped in Maryland! 


We Have Some of the Best Counties in the State Open! 
Generous Contract—Full Policy Service 
Sincere Home Office Cooperation 


Let Us Tell You Which Are the Best Counties and Why. 


George Washington Life Insurance Company 


STON, WEST VIRGINIA 
HARRISON B. SMITH, Presklent 
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Depression to Bring New 
Understanding of Values 


A new understanding of values will 
result from the present depression, K, 
A. Luther, vice-president Aetna Life, 
said at the company’s sales congress in 
Chicago Thursday honoring Mr. Luther, 
S. T. Whatley, now Chicago general 
agent, who succeeds him at the home 
office March 1, and R. S. Edwards, Mr. 
Whatley’s successor in Chicago. In- 
dividuals and businesses must readjust 
their personal and business structures, 
he declared, and out of it he expects 
to see a new appreciation of life insur- 
ance develop, with a resulting increase 
in sales. 

“If men will only fit themselves to do 
things well, opportunity will open the 
door,” he said. 

He spoke of the great record made by 
the life companies and the demonstra- 
tion of their stability at a time when 
the bankers were “scared to death.” 

Boyce Thomas of the group depart- 
ment of the Whatley agency said group 
life insurance has survived the depres- 
sion. The peak in group sales was 
reached not in 1929, the high tide for 
most lines of business, but in 1931, for 
both volume of business and premium 
income. There has been a slump since 
then, but it has been slight. The Aetna’s 
group volume at the end of 1932 was 
88 percent of the peak figure and pre- 
miums were off only 6 percent. He de- 
clared that group insurance is the most 
adequate answer to the crying demand 
for protection of industrial workers. He 
also spoke of the growth of pension 
plans, stating that the Aetna had $250,- 
000 in premiums on such plans last year. 


Nebraska Companies Merge 


The American Reserve Life of Omaha 
has reinsured all business of the Guar- 
dian Life of Lincoln, Neb., as of Jan. 1. 
The Guardian Life recently took over 
the Missouri Valley Life and former 
policyholders in that company will be 
cared for by the American Reserve. 
Commissioner Herdman has officially 
approved the merger. 





Luncheon to Honor Luther 


H. A. Luther, who retires March 1 
as vice-president of the Aetna Life to 
become a general agent in New York 
City, will be honored at a luncheon in 
Hartford Tuesday, which will be at- 
tended by about 50 general agents and 
senior officials of the company, includ- 
ing President M. B. Brainard. 


Thomas to Portland 


Boyce Thomas, who has been it 
charge of the group department of the 
Whatley agency of the Aetna Life in 
Chicago, has been appointed general 
agent at Portland, Me., effective Apri 
30. He succeeds G. W. McClung, who 
has been general agent there for sx 
years and is now returning to persona 
production. 

Mr. Thomas is a native of Maine anc 
started with the Aetna in 1922 in the 
group department at the Philadelphu 
office. He went to the home office = 
1925 as superintendent of the group de 
partment and in 1926 became assistant 
secretary of that department. He has 
been in Chicago since 1929. 


M. F. Belisle Is Dead 


Milton F. Belisle, of Kansas City, Mo 
resident vice-president of the America® 
Central Life of Indianapolis, and prom! 
nent in insurance circles there for 2 
years, died at the age of 58. He was 1 
charge of Missouri, Kansas and Okla 
homa for the American Central. 





Joins National Life & Accident 


E. M. Kirby, formerly with C. P. 
Clark, Inc., Nashville advertising agency, 
has joined the National Life & Accidet 
and will be engaged in sales promotio® 
work. He was formerly on the Balt 
more “Sun.” 
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Sun Life Assurance Company 
of Canada 


IncorPoraTEeD 1865 Heap Orrice - MONTREAL 


STATEMENT for 1932 


TOTAL ASSURANCES IN FORCE, December 31,1932 - + + ~~ $2,928,952,000 
This large amount, the accumulating estates of nearly a million Sun Life 
palleshaliiee, will become payable to them or their dependants during this 
generation—a stabilizing factor of great social and economic value. 


NEW ASSURANCES PAID FOR - - - += «© +#© «© « =» 284,098,000 


TOTAL INCOME - = 8 eee 161,407,000 
TOTAL DISBURSEMENTS - - - -= + = +«© «# «# = 148,026,000 


EXCESS OF INCOME OVER DISBURSEMENTS- - - = - 13,381,000 
PAYMENTS TO POLICYHOLDERS AND BENEFICIARIES: 
During the year 1932 - - += += += = © © © «© «© 108,527,000 
Since Organization- - += = = = © *© *© *# «© « 702,712,000 
ASSETS - - + *© © 2#© 2© © © 2#© © «© -« 611,436,000 


Bonds: government, municipal, public utility and others; stocks: preferred 
and common; loans on mortgages; real estate; loans on Company policies; cash 
in banks, and other assets. 


LIABILITIES ee 2 ee ek. ok. hl ee 597,241,000 


Almost nine-tenths of this sum represents the policy reserve—the amount set 
aside to guarantee all policy payments as they become due. 
PAID-UP CAPITAL ($2,000,000) and balance at credit of 
shareholders’ account - © © © © «© «© $3,416,000 


RESERVE for depreciation in mortgages and real estate 4,781,000 


SURPLUS - *2© 2*© + + 2«© #© #© «#© «© -« 5,998,000 
—_—_—_— $14,195.000 


The valuation of assets has been carried out on the basis prescribed by the Insurance Department of the 
Dominion of Canada. 


Policy reserves have been valued by the full net level premium method, on bases more exacting than those 
required by the Insurance Act of the Dominion of Canada. 


According to the form of report and the basis prescribed for the valuation of securities by the National 
Convention of Insurance Commissioners of the Tinited States, the assurances in force, paid for basis, are 
$2,912,469,000; the assets, $609,623,000; the liabilities, $596,310,000; capital and balance of shareholders’ 





account, reserve and surplus, $13,313,000. 





Sun Life policyholders number nearly a 
million. 

Assurances in force have increased since 1929 
by $465,000,000. 

Assets have increased, during the same 


period, by $43,000,000. 


Applications for new assurances were re- 
ceived by the Company during 1932 at an 
average rate of more than $1,000,000 for 
every working day. 

During 1932 the Company paid to policy- 
holders and beneficiaries more than $360,000 
for every working day. 


Income from renewal premiums was the 
largest ever received by the Company in a 
single year. 

Cash in repayment or reduction of policy 
loans exceeded in amount that of any pre- 
vious year. 

Revivals of lapsed policies were in excess of 
those of any previous year, with one ex- 
ception. 

The net amount of policy proceeds left with 
the Company at interest was substantially 
increased, 





SUN LIFE ASSURANCE 


COMPANY OF CANADA 
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Make your work easier 
with these practical tools 





IFE UNDERWRITERS find there 

is no substitute for work. Work— 
the proper application of energy—still 
remains a fundamental requisite to suc- 
cess in life insurance. 


Work plus the practical tools offered 
agents by this company make a combina- 
tion hard to beat. Here are some of the 
tools offered our agents which will also 
help make your work more remunerative 
and easier. 


a liberal agency contract 

a complete line of modern policies 
juvenile policies, sub-standard 
double indemnity, total disability 
low non-participating rates 
organized presentations 

a fool-proof visual sales kit 

a daily working plan 


a condensed but comprehensive train- 
ing plan 


a conservation program that helps 
keep policyholders sold and re- 
duces lapses 


Connect with a company that will give you 
the greatest help and make it as easy as possi- 
ble to operate. For openings in Ohio, Michi- 
gan, Illinois, Indiana, Kansas, Oklahoma or 
Texas, write George L. Grogan, Vice President, 
in Charge of Agencies. 


The Federal Reserve 


Life Insurance Company 


Kansas City, Kansas 











OBSERVATIONS 


in the Life Insurance Field 
By E. J. WOHLGEMUTH 





It follows as a matter of course that 
if there is to be a moratorium on farm 
mortgages, if the railroads are to be 
allowed to go down, if interest on all 
kinds of investments is to be scaled, 
the life companies should be given a 
moratorium on cash values and policy 
loans. When the farmers of lowa or 
South Carolina strike on paying the in- 
terest or principal on their mortgages 
they as policyholders in the very com- 
panies which hold their mortgages must 
take their share of the ultimate losses, 
if any. When, as in North Carolina, tax- 
payers go on strike against paying the 
interest on their bonded indebtedness, 
when a movement is on foot to scale 
down both interest and principal on 
many forms of investment, until the sit- 
uation is righted the life companies 
should not be compelled to pour out 
their cash on demand. The fact that 
they are continuing to do so only shows 
that they have selected an unusually 
good class of securities but there must 
be an end to all one-sided generosity. 
The life companies have long been aware 
that public bonds must be scrutinized 
with care, that municipalities have been 
issuing bonds recklessly, but no one 
could anticipate that in North Carolina, 
for instance, 30 counties and 77 munici- 
palities would be in default on interest 
or principal of some of their bonds, as 
is the case according to a list recently 
published in a daily paper of that state. 
Yet the local opinion is that all or nearly 
all of those obligations will eventually 
be paid. 


Why Should Companies 
Sell at Depreciated Values? 


The question arises, why should com- 
panies be compelled to sell securities at 
depreciated values in order to make pol- 
icy loans or pay cash values when their 
own policyholders as citizens and tax- 
payers are defaulting in their obligations? 
If the moratorium is granted or urge 
by legislatures and governors, why not 
extend it to the real owners of life insur- 
ance assets, the policyholders? Strict 
regulation of companies in their han- 
dling of investments should be enforced 
but if the moratorium movement is to 
continue on the widespread basis on 
which it has been started it cannot fail 
to reach the life companies eventually; 
and they should be accorded the same 


relief accorded others. 
*x* * x 


Among the worst troubles the life 
business has to contend with these days 





is the hungry horde of brokers and ex. 
ploiters who are out to buy and sel! 
companies. It is a certainty that in every 
deal negotiated by people of this stamp 
both stockholders and policyholders are 
bound to suffer in the end. Any com. 
pany which really ought to sell out or 
consolidate would do much better to 
conduct negotiations direct with the re. 
insuring company, and in a spirit of in- 
tegrity and fair dealing, than to accept 
the offices of an intermediary, for it js 
here where the “skullduggery” and 
crookedness commences. Often if the 
intermediary gets in he in one way or 
another makes dishonest deals for large 
profit, not only for himself but for the 
venal officials who sell out their stock- 
holders and policyholders for their own 
private benefit. 


Constantly Approached with 
Holding Company Deals 


Nearly every company is constantly 
besieged with letters and other ap- 
proaches from men professing to rep- 
resent capitalists, companies which are 
ready to buy or “holding companies,” 
and if the official approached so much as 
replies “No, we are not interested,” the 
first thing he knows his company’s name 
is being bandied about and the broker 
lets out the “secret” that he is in cor- 
respondence with such and such a com- 
pany regarding reinsurance. Most off- 
cials feel they dare take no notice of 
these letters whatever and simply drop 
them in the waste-basket without com- 
ment of any kind. 

Insurance departments do not scruti- 
nize reinsurance and merger deals sufii- 
ciently close and if they do discover or 
have reason to suspect that money has 
passed on the side or that a purchase 
has been made at a low figure by inter- 
ested parties and sold to their own com- 
panies at a much higher figure, thus 
mulcting the stockholders and_policy- 
holders, the facts too often are not made 
public or are glossed over in some way. 
In not a single instance has the possi- 
bility of criminal action been looked into 
or the matter referred to the district at- 
torney for investigation. Until a few 
cases are handled in this way the proc- 
ess will no doubt continue. The prices 
paid, the commissions or bonus, and the 
details of the whole transaction should 
in all cases be made public and every 
such deal should be subjected to the 
most searching investigation. This 
would soon drive the money changers 
out into the open. 














Production Theory Is 
Proved by Results 











The average, per graduate, for nine 
widely scattered field schools held in 
January by the Equitable Life of New 
York shows 27.5 calls, 14.5 interviews, 
2.2 applications for $9,387 of new busi- 
ness. These were regular field schools 
such as are conducted at least once a 
year in each Equitable agency. A grand 
total of 492 applications for $2,156,690 
new business was produced. A total of 
211 agents graduated from the schools 
and 63 new agents received instructions. 
Of the agents who graduated, 191 pro- 
duced business and four of the nine 
schools rated 100 percent in production. 


Average App a Week 


The Equitable points out that these 
results seem to show that the trained 
agent who makes 30 calls on carefully 
selected prospects may expect to make 
15 organized sales presentations and sell 
about two applications with about $10,- 
000 in volume. 

The students are in class for 11 morn- 





ings and reports cover but 10 afternoons 
of field work. Nevertheless there was 
an average of an app a week per gra- 
uate. 


Would Abolish Utah Department 


SALT LAKE CITY, Feb. 23.—Th 
committee of nine appointed by the 
legislature some weeks ago to suggest 
means of reducing state expenses has 
recommended that the insurance depart 
ment be abolished and such insurance 
work as is absolutely essential be com 
ducted by the bank commissioner. Com 
missioner McQuarrie has come ot 
strongly against the proposal. 





Enzensperger Made Assistant | 


Joseph Enzensperger, Jr., leading pro | 
ducer with the San Francisco agency % § 
the Union Central Life, whose retum 
to business after years in another voc 
tion was marked by paying for mot § 
than $500,000 in the last ten months % § 
last year, has been appointed assistat f 
general manager of the agency. C. ¥ 
Erd, who has held this post for som @ 
months, is returning to Cincinnati * 
assistant superintendent of agents. 





I 
I 











———s 


and ex- 
and sell 
in every 
is stamp 
Iders are 
ny com- 
ll out or 
yetter to 
nh the re- 
rit of in- 
Oo accept 
for it is 
ry” and 
n if the 
+ Way or 
for large 
t for the 
ir stock- 
heir own 


onstantly 
ther ap- 
> to rep- 
rhich are 
npanies,” 
much as 
ted,” the 
y’s name 
ie broker 
s in cor- 
h a com- 
fost offi- 
notice of 
iply drop 
out com- 


ot scruti- 
eals sufi- 
scover of 
oney has 
purchase 
by inter- 
ywn com 
ure, thus 
d policy- 
not made 
ome way. 
he possi- 
oked into 
istrict at- 
il a few 
the proc- 
he prices 
;, and the 
yn should 
ind every 
d to the 
n. This 
changers 


—$— 
————— 


fternoons 
here was 
per grad- 


urtment 
23.—The 
| by the 
o suggest 
»nses has 
se depart: 
insurance 
1 be con 
rer. Com 
ome ott 


istant 
ding pro- 


agency o § 





se retuml § 
her voca 5 


for more 
nonths 0 


assistant J 
D. 3 


y. © 
for some 


innati 3 7 


ents. 





Ol a cnet a 







February 24, 1933 


Moratorium Tide 
Inundates States 





(CONTINUED FROM PAGE 3) 


the lowa moratorium law and other 
state laws following this mode! leave 
the decision to the courts’ judgment 


rather than to make impossible discrim- 
ination on the merits of cases, which 
the majority of farmers might greatly 
regret later on. 

Sober-minded farmers, whether mort- 
gage debtors or not, realize that life 
companies have been more lenient than 
any other group of lenders. Much fore- 
closure distress in Iowa and other agri- 
cultural states has been caused by action 
of receivers for closed banks, retired 
farmers depending on income from 
farms which they had sold, and others 
who could not afford to be lenient. 


Life Companies Dominant 


If the states by hasty and unwise 
legislation make it impossible for life 
companies to lend in their communities, 
it will mean that in the next depression 
and even the remainder of this one, 
companies will be forced to curtail their 
new loans, leaving in the field only lend- 
ers that lack sufficient financial struc- 
ture to be lenient. 

The reason life companies have at- 
tracted more attention in the farm situa- 
tion than smaller lenders is that the 
public considers them enormous finan- 
cial institutions. 

_ Among the hopeful signs is the opin- 
ion of certain economists that there will 
be an upturn in farm prices by June due 
to the operation of economic law 
whether relief legislation is forthcoming 
or not. It is believed that the price of 
wheat and corn will be largely affected. 


DUFFIELD BEFORE SENATE 


WASHINGTON, Feb. 23.—A general 
moratorium on mortgages will hinder 
rather than help economic recovery, 
members of the Senate finance commit- 
tee were told last week by E. D. Duf- 
field, president of the Prudential. He 
declared that a general moratorium on 
farm and city mortgages would prove a 
“disturbing factor” in the refinancing of 
mortgages now under way, with the 
added effect of destroying confidence 
and leading to serious consequences. 

He warned that in the effort to bring 
about a scaling down of debts of the 
distressed debtor it must be remembered 
that a similar scaling down would be 
made all along the line, including the 
value of insurance policies, but pointed 
out that the real problem in the case of 
the needy debtor is to secure adequate 
time within which to pay his debt. 

“There is a fear that by legislative 
action the binding effect of contracts 
may be destroyed,” he explained. “The 
whole economic structure primarily 
rests on the fact that there will be no 
impairment of a contract once made.” 

President Houston of the Mutual Life 
of New York also testified before the 
senate committee, the gist of his recom- 
mendations being that the budget and 
crops must be balanced. 


SUSPENDS ALL FORECLOSURES 


An important announcement from the 
Ancient Order of United Workmen of 
Kansas was made by directors, that the 
society would not attempt further fore- 
“losures on mortgages which it owned 
during the Present economic depression. 
Dr J. W. Graybill, president, stated that 
examination of the society’s financial 
Status showed that under ordinary cir- 
cumstances Mortality savings would 
‘ake Care of interest delinquent or which 
would become delinquent on farm mort- 
gages held. All foreclosure proceedings 
under way were stopped. 


AGREEMENT IN TENNESSEE 


a hundred representatives of lead- 
_8 insurance companies, mortgage loan 
hele Le Beno and other mortgage 
Gov 3icn -wemesece Feb. 16 promised 

v. Hill McAlister “an attitude of 





leniency, forebearance, and friendliness,” 
in dealing with mortgages and that they 
would “in every consistent way” avoid 
foreclosure where the borrower evi- 
dences an honest effort to meet his obli- 
gation. C. A. Craig, chairman of the 
board of the National Life & Accident, 
said if a moratorium could be granted 
to those really in need of a moratorium 
it would be advantageous to the state 
and people, but he did not think a gen- 
eral moratorium would be wise or bene- 
ficial as a whole, because there would 
be persons who would take advantage 
of it. 


SOME RADICAL LEGISLATION 


The Missouri house judiciary com- 
mittee has reported favorably a substi- 
tute bill dealing with tax relief and 
moratoriums on real estate foreclosures, 
giving circuit courts power to forbid 
foreclosures by temporary injunctions 
and appoint receivers to manage prop- 
erty to be foreclosed, collect rents and 
pay taxes. The injunction would run 
for a year, renewable for an additional 
year. 

A number of bills designed to protect 
farmers against hasty or unfair fore- 
closures are pending before the Mis- 
souri general assembly, some so revolu- 
tionary in character as to endanger the 
mortgage loan structure and threaten 





LIFE INSURANCE EDITION 


disaster for agriculture. Under house 
bill 598 no corporation could purchase 
at foreclosure sale any farm or farm 
lands. It provides for echeating to the 
state any lands purchased in violation 
of the measure. 

House bill 603 would give circuit 
courts jurisdiction over foreclosure sales 
and power through injunction to delay 
sale for one year if there was an equity 
above the amount due on the deed of 
trust, interest and taxes. 

BRYAN BACKS NEBRASKA BILL 

LINCOLN, NEB., Feb. 23.—Gover- 
nor Bryan has caused to be introduced 
in the legislature a bill requiring the 
continuance for two years of all pending 
foreclosure proceedings and also any be- 
gun in the future, the law to become 
inoperative March 1, 1935. Where the 
court finds that property is not pre- 
served, the case shall be immediately 
called for trial. The court shall direct 
disbursement of all net receipts from 
operation of property, taxes and interest 
coming first. In order to avoid the de- 
fense that this legislation impairs con- 
tracts, the bill invokes police power of 
the state in the interest of public wel- 
fare. 


limits of the police power are indefinite. 
and the state will have a hard task de- 


Attorney General Good says that the 
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fending its action under court decisions. 
In the meantime the house passed a bill 
permitting trial judges to stay fore- 
closure sales for as long a period as 
three years and nine months. 

The house adopted a memorial ad- 
dressed to all loaners of money on real 
estate asking that where extensions are 
asked these be for 20 years, at 4 per- 
cent, with no commission or brokerage 
fee charged. Borrowers are pledged to 
set aside annually a sum equal to the 
crop rental value of the farm, proceeds 
to be distributed by the court, first for 
taxes, then interest and then payment 
upon principal. 


HOLDS HEARINGS IN OHIO 


Hearings were held by the Ohio house 
judiciary committee on several mora- 
torium bills, one by Representative E. 
F. Lauer, Democrat, Marion, which 
would prohibit any mortgage fore- 
cloure action until Feb. 1, 1936, and 
would require the owner in the mean- 
time to pay only interest on the mort- 
gage. The other was by Representa- 
tive C. S. Best, Republican, Columbus, 
and would permit judges of the common 
pleas court to suspend sale of foreclosed 
property until Feb. 1, 1935. 

John Vorys, Columbus attorney, rep- 
resented a number of insurance com- 
panies before the cemmittee, arguing 
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both measures were unconstitutional as 
they were in effect retroactive and would 
affect mortgages entered into previously. 
J. B. Kinney of Columbus, representing 
several insurance companies and build- 
ing and loan associations, said the bills 
would have serious effect on the state. 


MICHIGAN MEASURES 
LANSING, MICH., Feb. 23.—Life 


companies are much interested in the 
numerous bills that have appeared in the 
Michigan legislature relative to mort- 
gage foreclosures and tax delinquency. 
One bill enacted suspends the May sale 
of lands for delinquent taxes. Another 
offered last week by Sen. J. C. Foster, 
Lansing, would place prohibitive tax on 
foreclosures by requiring that the mort- 
gagee pay a levy of 50 percent of the 
outstanding indebtedness before starting 
foreclosure. 


EFFECT OF INTEREST CUT 
NEW YORK, Feb. 23.—Insistence 
by property-owners on a general inter- 
est rate cut on mortgage loans “will 
only drive mortgage money out of the 
real estate field,” F. J. Fuller, president 
New York Title & Mortgage Company, 
told the management division, New 
York Real Estate Board. He said he 
had conferred with life company presi- 
dents recently and they were all op- 

posed to a flat cut in interest rates. 


WISCONSIN BILL SIGNED 


MADISON, WIS., Feb. 23.—The first 
of Wisconsin’s proposals for mortgage 
relief legislation has been signed by 
Gov. A. G. Schmedeman. It urges cir- 
cuit courts to exercise discretionary 
powers in mortgage cases. The Wis- 
consin supreme court recently ruled that 
courts might use such power to protect 
mortgagors from unjust sales under 
present conditions. The measure extends 
the redemption periods in mortgage 
foreclosure from one to three years. 
During this period the owner may con- 
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FIGURES FROM DECEMBER 3i, 1932, STATEMENTS 
LIFE COMPANIES 












































Change Prem. Total Benefits Total 
Total Change in New Bus. Ins. in Force in Ins. Income Income Paid Disburse 
Assets Assets Surplus 1932 Dec. 31, 1932 In Force 1932 1932 1932 1932 
3 $ BY $ $ z 

American Citizens, O... 140,323 801,950 20,076 28,180 

American Ins. Union, O. 817,026 26,710,702 1,191,974 1,207,304 

Atlantic Life, Va....... 24,485,032 151,705,670 4,241,907 5,631,781 

Colum. Catholic Life, Ia. 35,780 0 16,101 24,121 

Franklin Life, Ill...... 32,100,966 17,911,613 65: 21,445 

Great Republic Life... 5,429,705 *8,757,974 29 

Guaranteed Secur., Kan. 417,566 1,631,251 5, 

Knights Life, Pa....... 20,975,941 

Liberty Natl., Ala 7 719,809,598 

Monarch Life, Mass.... 3,701,634 

National Life, Ia....... 2,832,250 

Natl. Res. Life, Kan.. 

Northland Life, Minn.. 

Pacific Natl., Utah..... — 2,578,550 

Pan-American Life..... —16,506,911 

Reliable L. & A., Mo 132,621 

Reliance Life, Pa...... 

Republic Life, Texas... 

Security Mut., N. Y.... ° 

Secur. Mut. Life, Neb 3,182,093 

Southern L, & H., Ala.. ,480 460 

State Life, Ind........ 53,469,7 \ 273 728 

Union Natl, Neb....... —49,000 ,175 

United L. & A., N. H... —6,409,344 »4,004 

Volunteer St. L., Tenn. ,490,306 —21,709,975 70,139 

West Coast Life, Cal... 21,346,119 18,468,843 —7,909,602 1,214 

Wisconsin Natl. Life... 6,962,208 4,978,466 — 4,063,800 56,457 





*Includes companies reinsured. ; ; 
**This item includes $275,000 special reserves. tIncludes accident and health department. 
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Important Points Involved 
in U. S. Tax Board Decision 


Two important points of interest to 


the assured, in addition to deferred divi- 
dends, amounts equal to 3% percent 
interest on the dividends compounded 
over the period. The board reasoned 
that as there is no agreement or statu- 


government contended that since taxable 
income of the company is confined to 
receipts of interest, dividends and rents, 
depreciation should be allowed only with 
respect to property used in production 
of such income, but this contention was 





tory requirement to pay interest, and 
the deferred dividends are not loans 
made by policyholders to the company, 
or a debt of the company; the payments 
are not in fact interest. 

The second point, affecting a life com- 
pany conducted through two depart- 
ments, one of investments and the other 
underwriting, is that it may deduct in 
income tax return depreciation on furni- 
ture and fixtures used in both depart- 
ments, even though it is taxable on the 
income of only one department. The 


life underwriters have been decided by 
the United States board of tax appeals 
in the case of the Lafayette Life. Seid- 
man & Seidman, certified public accoun- 
tants, digest the decision to mean that 
a life company cannot claim deduction 
for interest expense where it issues a 
deferred dividend policy, and at the end 
of the tontine period voluntarily pays to 


overruled. 


Real Estate Titles Approved 

TOPEKA, KAN., Feb. 23.—The Kan- 
sas senate has passed finally the War- 
ren bill which would enable life insur- 
ance companies in Kansas to deposit 
title to real estate as a part of the legal 
reserves maintained with the state. The 
bill limits the deposits of titles to real 
estate to 33% percent of the total re- 
serves. 











tinue to occupy property if he pays 
taxes, interest and insurance. 
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Promotions from the field 


The National Life & Accident carefully watches its field men 
wherever they are located. Promotions are always made 
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have the best records. This Shield Company has built a loyal 
enthusiastic organization by promoting men who start from 
scratch—by recognizing merit when due. 


Nearly every issue of “Our Shield," a readable, interesting 
weekly publication for the Shield Family, carries pictures and 
histories of men who have been promoted because they have 
made good. 
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vestments as they would be with the 
Eckert Proposes most stringent provisions.” 


Mr. Eckert said he looked forward to 
the day when the constitution of the 


Changes in Law 


(CONTINUED FROM PAGE 5) 


property shall not exceed 50 percent of 
the capital of the company amortized 
each year on the basis herein provided 
for the amortization of investments in 
real estate. 


United States will be amended so in- 
surance companies can operate only 
under a federal charter and rigid federal 
supervision, and not subjected to regula- 
tions adopted by legislatures actuated by 
local prejudices. This, however, is a 
distant prospect. He said meanwhile 
there should be a uniform insurance law 








Other Classes Favored adopted by all states. 





8. Real estate taken in satisfaction of 
mortgage indebtedness which can be] Insurance Is Carrying On 


held for not more than five years. ° 
Despite Bank Moratorium 


9. Policy loans to policyholders in an 
amount not to exceed the reserve value ——. — » : . . . > . 

(CONTINUED FROM PAGE 4) \ ERY policy obligation In Franklin 

E history has been met on demand 


of the policy loaned on. 
with spot cash. 


For Your Information 


10. Loans secured by widely distrib- 
uted collateral listed on established ex- 
changes where the amount of the loan 
does not exceed 50 percent of the mar- 
ket value of such security on the date of 
the making of the loan and where the 
loan is payable in 90 days and made The Michigan banking moratorium is 
under a collateral agreement permitting | }ringing out many problems for life com- 
the sale of the security immediately panies. They feel that this practice may 
upon a depreciation in the market value extend to other states if the pressure 
thereof below 50 percent of the amount | pecomes too strong. In Michigan, com- 
aes Sa “> _— lal panies in the first place have to decide 
as he safeguards, which Mr. Eckert what they are going to do with pre- 


r e: : . . 
urged ar miums that are coming due with the 


ance is prepared to carry on without in- 
convenience to policyholders, regardless 
of the length of the circumscribed bank- 


ing rules. Franklin investments today are “all 


wool and a yard wide.” The Company 
owns no corporation stocks, has only the 
best grade of bonds, and has never made 
a mortgage loan in excess of half of a 
decidedly conservative appraised value. 


Life Insurance Problems 





The Franklin’s largest single invest- 
ment excepting its Home Office, which is 


> taxable carried at approximately 1%%, is only 


‘fined to Proposes Six Safeguards grace period expiring during the mora- iehtly more than 1% of its asset 
: : = oe . : : a” sli y e the 00 Ss assets. 
nd rents, “1, Companies should be prohibited tcrium. Many are extending the grace & hte) 
period 10 days or giving some limited 


The Company has no money invested 
in anything in which any of its officers or 


nly with 


" from making any of the investments 
oduction 


herein authorized to an officer, director privilege. However, companies have 


tion was 














oration in which an officer, di ; . o ; t . —<_— 
oved se oa or a pert Bhi gp ns nan me paying premiums. There is nothing to than $200,000,000.00 of insurance in force 
ee ow otherwise of such officer, director or em- —. aon ap agin — and with a background of solid stability 
ages ploye, owns more than a 10 percent in- | 'P&, fOans OF cash sire _ as its foundation for the future. 
e insur- terest in 8 . their companies and yet they do not 
“ such company. : ae . . 
deposit “2. Companies should not be per- have to pay their premiums during the 
the legal mitted 2 ee las E P moratorium period. In other words they 
ed to write up values on real estate | ~ . . 
ite. The . f : “| can draw on their companies for funds 
teal owned by them in excess of actual cost d vet they do not have to pay their 
o re including betterments. wennell. te © odin . pa} 4 
fotal re- “3 It should be a criminal offense | PT¢™™u™s, so long as the state mora- he Franklin 
punishable by imprisonment for any of- aaa poe Undoubtedly wr prob- 
fer, di ‘ . lems will arise in life insurance trans- 
a . director or employee to violate any | “°° : aan : 
of the provisions of the act ~ | actions. There may be border line cases 
. . f where death claims arise with a pre- e nsurance 
Monthly Balance Sheets mium unpaid, the beneficiary taking the 
“4. Monthly balance sheets should be position that the moratorium was in e¢x- Com an 
filed with the insurance department and istence and the premium did not have 
a move rigid examination should be con- | '® be paid. 
ducted by the department, especially a ~ i fi ld Ili i 
mor ‘ is awic | CORALINE : ” . rin ie inois 
ee ee appraisal of the company’s | “Millionaires Emphasize p g ’ 
“5. Sums due from agents should not Small Policies, Hard Work 
be carried as an asset if more than 90 ao 
days past due unless secured by securi- (CONTINUED FROM PAGE 3) 
ties of the kind permitted for investment | _ ; PR eet 
of company funds or by earned renewal | S4™¢ Way an ideal distribution. This is 
commissions. - method of suggesting another 
“—@ Pac a a policy. 
Phe Past due premiums should like- Believes in Basic Selling 
wise not be carried as an asset where - ; 
more than 120 days past due unless se- “Show me a man who has his heart 
cured in the same manner as sums due | in this business, and I'll show you one 
from agents. who won't turn up his nose at any kind 
“An observance of the above enumer- | of a policy,” Mr. Maryman challenged. 
ated safeguards leaves no doubt but that | “To succeed, you must see a lot of 
the business of life insurance can be| people and tell them, intelligently, 
made perfectly safe with little or no| simply, about life insurance.” P Liberal policies 
chance of the reoccurrence of the many Mr. Maryman believes in a simple, ae 
deplorable situations that have arisen in| basic plan of selling: a list of prospects T-H-E Good territory 
our state in the past. I believe we, as he has good reasons to believe should COMBINATION = SUCCESSFUL 
citizens, owe it to the public to bring| buy life insurance, and knowledge of I-D-E-A-L Agency—Building --NATIONAL 
about amendments to our insurance laws | Whom he 1s going to see and what he Co-Operation from --AGENCIES 
that will protect the policyholder and| iS going to say in each case. Every Home Office 
prohibit the use of insurance funds for | man should know three good sales talks, — 
riva ; ieves » f ness » f 
private gain. 0 He: ae Magy om = Efficient Claims 
Public Welfare Paramount ar mS Tee, SRS CMe of amily pro- ™ Service 
: = : tection insurance. 
: , It is a known fact that there have “There is no substitute for the pres- c on 
: see instances where insurance officials | ence of the agent with the prospect. Are you making PROGRESS? If not, are you willing 
mae handled the company’s assets as | Lose your identity in his; don’t scatter to spend THREE CENTS to learn WHY National Casualty 
oe individual property to do with as| his thoughts and yours, but be specific, salesmen forge ahead continually ? 
Surey chose but always with the prevail- natural, clear, concise, sensible. Sell be- We ha full li of C . Industri Gro: 
a situation that if the ventures in which | fore you see him; organize your time e ve a ine . ommercial, n strial, up 
— invested the company’s funds were| and your talk. Remember that the and Deferred Payment Accident and Health policies. A 
a 2 a they were the ones to — prospect sees in the policy just what connection with this company will be the TURNING 
@ ne ventures were unsuccessful | you see. 
the loss was that of the policyholders. “They say happiness can’t be bought. POINT IN YOUR LIFE. 
— a condition is not for the best in-| I say it can—in life insurance. Consid- i 
er of the insurance business and | ering what life insurance does, it ought NATIONAL CASUALTY COMPANY 
"oe not be tolerated. é to be the easiest thing in the world to e tee 
P ws personal experience brings me to] sell. Why, then, isn’t more of it sold? Detroit, Michigan 
: een that many companies are | Expressing it in reverse, if men in other W. G. Curtis, President 
tl with would be as efficiently managed businesses did as much as life agents, 
vithout a provision governing their in- |! they'd starve to death.” 





or employe or any relative by marriage 
or otherwise of an officer, director or 
employe of the company, or to any cor- 





been in the dark as to whether the mora- 
torium might be extended or whether 
funds through state decree might be tied 
up so that people would be cramped in 











directors are financially interested. 


The Franklin started 1933 with more 
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Delay Is Disintegrating 


DurinG these days of stress and storm 
we have to learn many lessons. Up to a 
couple of years ago we had had no failure 
of a legal reserve life company but now 
we have some on our hands. We took it 
for granted that even if buffeted and 
tossed about, a legal reserve company 
would stand all sorts of battering. If it 
has been manhandled and the investments 
have been unwisely made or the company 
exploited, it is in danger. The policy- 
holders are innocent. The officers and 
directors have not had the true concept 
of their fiduciary duties. 

It is the duty then of- the court where 
a receiver is appointed to conserve as far 
as possible the interests of the policy- 
holders. In our opinion there is entirely 
too long a delay after a company has 
failed until some contract has been en- 
tered into to take over the policyholders. 
The Lincotn Nationat Lire withdrew 
its proposal it made to the receiver of the 
ILttinois Lire because of the distressing 
procrastination. The Victory Lire of 


Chicago failed eight months ago and 
nothing has been done. The NorTHERN 
States Lire of Hammond, Ind., rests 
dormant in the hands of a receiver and 
so far as we know no move has been 
made toward the protection of the 
policyholders. 

The difficulty, as we see it, is the be- 
wilderment of the court and receiver in 
knowing just what to do. The way is 
open for all kinds of chimerical schemes 
to be presented. Companies make pro- 
posals when there is not the slightest 
chance of their being accepted. It is time 
that someone was looking after the in- 
terests of the policyholders and saving the 
wreck from further damage. The policy- 
holders are badly off under the most favor- 
able conditions following a _ receivership. 
As long as nothing is done and no defi- 
nite statement can be made, policyholders 
will suffer further loss. There should be 
some way to speed up the machinery and 
get action far more quickly than is being 
done. 


Sauce for the Goose--and Gander 


SoME executives are beginning to feel, 
with all the agitation for moratoriums 
as to foreclosures, that the public is in- 
consistent; payment of cash surrender 
values and policy loans is expected on 
demand, yet the greatest forbearance is 
demanded of life companies on the re- 
ceiving end. 


All life companies cite farmers 
who have drawn down the cash value 
of their policies but have sought exten- 
sion or compromise of interest or prin- 
cipal payments under mortgages from 
the same life company. Where that hap- 
pens, the inequity of the situation is 
brought home forcefully. 


can 


Tagging Policies by Name 


Tue Eguitas_r Lire or New York be- 
lieves in calling policies by specific names 
and not simply referring to every contract 

s “life insurance.” The EguiraBLe de- 
clares there is no such thing as “life” in- 
surance and it adds it is fortunate there 
is no such thing as “death” insurance. The 
term “life insurance” might be appropriate 
if by the taking out of sufficient protection 
life is prolonged. The EguirasLe points 
out the fact that it is not the life of 
the policyholder that is insured but 
some product of life such as earnings, 
which can be continued after his death 
by means of insurance. It says in that 
connection: 

“When insurance is taken to protect 


the home it may be called mortgage in- 
surance. When the contract will pro- 
vide money to pay for school or college 
training it should be called an educa- 
tional policy. Why not tag every policy 
with an appropriate sub-title? Then the 


purchaser will understand it, value it, 
and hold fast to it. Here are a few ex- 
amples: Business insurance, clean-up 


policy, inheritance tax insurance, shrink- 
age insurance, retirement policy, vaca- 
tion policy, pin money policy, Christmas 
present policy, bequest insurance. 
“*What’s in a name?’ A great deal. 
Give a dog a bad name, and he may as 
well be hung. Give a policy a good 
name and its value will be enhanced.” 





PERSONAL SIDE OF BUSINESS 





President H. A. Behrens of the Con- 
tinental Assurance and Continental Cas- 
ualty of Chicago left for California last 
week for a short vacation at his summer 
home on Belvidere Island in San Fran- 
cisco bay. 


A. H. Sapp, an attorney at Hunting- 
ton, Ind., and past president of the In- 
ternational. Rotary Clubs, has been 
elected a director of the Rural Bankers 
Life of South Bend, Ind. A birthday 
party was given to Secretary and Gen- 
eral Manager F. H. Tigue. There were 
present the directors, their wives and 
the home office force. Over $250,000 in 
applications were handed him at the 
dinner. 


Mrs. Charles F. Williams, wife of the 
president of the Western & Southern 
Life, was injured in an automobile acci- 
dent in Minnesota several days ago and 
is now confined to the hospital with a 
fractured hip. 


W. A. Tarver, who has retired as 
chairman of the Texas insurance com- 
mission, will practice law in Austin, 
Tex. 

James Roosevelt, eldest son of Presi- 
dent-Elect Roosevelt, has become asso- 
ciated with the Travelers as a member 
of the Lawson Agency of Boston. 

The members of the agency, recently 
organized, in addition to Mr. Roosevelt, 
are John Sargent of O’Brion, Russell & 
Co., Boston agents, and Douglas Law- 
son. The new agency, which will repre- 
sent the Travelers in the life, accident 
and group department, will be located 
at 177 State street, Boston. Mr. Roose- 
velt has been in the insurance business 
for the last four years with O’Brion, 
Russell & Co. 


J. C. Higdon, vice- e-peesident 1 in aunts 
of sales of the Business Men’s Assur- 
ance, has been visiting branch offices at 
Minneapolis, Madison, Wis., and in the 
Dakotas this week. G. M. Greely, sec- 
retary of the sales department, accom- 
panied Mr. Higdon to the Dakotas and 
to Minneapolis. 


W. W. Moore, vice- ce-president for many 
years of the old Inter-Southern Life, is 
recuperating at his home in Louisville, 
following an operation and two months’ 
stay in the hospital. 


Henry D. Penfield, one of the agents 
of the Northwestern Mutual Life in Chi- 
cago, who for the last two years has 
served as city treasurer of Evanston, 


Ill., has announced his candidacy for 
mayor of that city. 
The dinner of the Cincinnati Y. M. 


C. A. was addressed by C. M. Biscay, 
advertising manager of the Western & 
Southern Life Feb. 21. 

Officers of the John Hancock and 
many friends recently have been con- 
gratulating Joseph H. Strong, veteran 
Chicago general agent of the company, 
upon reaching the 58th anniversary of 
the signing of his first application. Mr. 
Strong'as a school boy of 20 in Penn- 
sylvania, wrote a $1,000 policy. Now at 
the age of 79 he reports for work at his 
office at 7 o'clock every morning and is 
still writing a large volume of business. 
Only in January he wrote one case with 
over $1,700 premium. He has many con- 
tacts through being a stockholder in all 
of the “loop” banks of Chicago and 
knowing a large number of big business 
men intimately. He has set another rec- 
ord, that of remaining in the same loca- 
tion in the First National Bank building 
since 1885. He was district agent until 
1903, when he became general agent in 
a large territory. His son, S. M. Strong, 
is actively in charge of the agency, which 
four years ago dispensed with all agents 
and now consists only of the two men 








Veteran Executive of 
Equitable of Iowa Dies 











J. C. 


CUMMINS 


J. C. Cummins, executive adviser of 
the Equitable Life of Iowa and its for- 
mer president, died of heart disease at 
his home in Des Moines at the age of 
81. He was a brother of the late United 
States Senator A. B. Cummins. His en- 
tire insurance experience was with the 
Equitable. He served as secretary from 
1891 to 1912, president from 1912 to 1919 
and then he practically retired from busi- 
ness and was made executive adviser. 
He was a native of Carmichaels, Pa. 

Mr. Cummins spent two years at 
Washington & Jefferson College at 
Washington, Pa. In 1871, when he was 
19 years of age, he went to Michigan, 
joining a party of engineers that were 
surveying and constructing the North- 
ern Central Michigan Railway, now 4 
part of the New York Central system. 
The following year he went to Chicago 
and began the study of law, being ad- 
mitted to the bar Jan. 1, 1877. In Octo- 
ber the same year he went to Des 
Moines to begin practice, being joined 
by his brother, A. B. Cummins. In 1881 
he decided to abandon his law practice 
and organized the Security Loan & 
Trust Co. to make real estate loans. In 
1884 he was made secretary of the State 
Fire of Des Moines and continued in that 
capacity until the end of 1890 when he 
became secretary of the Equitable Life 
of Iowa. 











and an office force. Her many years J. 
H,. Strong was a per diem adjuster for 
fire companies in addition to his life in- 
surance activities, adjusting for the Nor 
wich Union, Phenix of Brooklyn ané 
other companies. He is a living exponent 
of his oft repeated admonition to young 
men, to find some business that appeals 
to them and to stick to it through life. 
His eyes sparkle, his cheeks have the 
flush of youth, he is as agile as a young 
buck of 20 and his selling powers ar 
undimmed. 


Henry S. Bridgewater, Venice, Cal, 
well known in southern California life 
insurance circles, dropped dead from 4 
heart attack last week just after finish- 
ing nine holes of golf near Santa Mot 
ica, Cal. 

Mr. Bridgewater was formerly super 
intendent of agencies with the Great Re 
public Life, having served as home office 
agency supervisor, general agent ™ 


Texas, and agency supervisor at Kans § 
He was later asso 


City and St. Louis. a 
ciated with the People’s Mutual Lite, 3 
California company, and more recently 
was connected with the Master Life. 
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Company Has Good Showing 





Wisconsin Life Proves That Well Man- 
aged Smaller Offices Are Meeting 
All Demands 





The Wisconsin Life of Madison, Wis., 
in its 1932 annual statement, reports as- 
sets of $3,965,530, including first mort- 
gage loans $2,101,588, of which $1,745,- 
897 are city loans and the balance farm 
loans; loans to policyholders $783,556, 
real estate, including home office build- 
ing, $430,514, bonds, none of which are 
in default as to principal and interest 
and none of which are real estate mort- 
gage bonds, industrial bonds, drainage 
bonds or debentures, $426,408, cash 
$34,421. 

Has Ample Surplus 


The policy reserve amounts to $3,372,- 
585, dividends apportioned to policyhold- 
ers $223,045, surplus $232,109, of which 
$20,000 is special investment reserve and 
the balance contingency reserve. 

During 1932, the Wisconsin Life paid 
to policyholders and beneficiaries $536,- 
289, without deferring a request for pol- 
icy loans or cash surrender. It had an 
excess of income over outgo of $191,847 
and invested additional funds in high 
grade securities during the year. The 
company did not sell any securities and 
has not borrowed any money. 

Dividends to policyholders were in- 
creased by 33 percent over the 1932 scale. 
The 5 percent interest on advance pre- 
mium deposits, on policy proceeds left 
on deposit and on dividends left with 
the company to accumulate is main- 
tained. 

It increased its surplus over 1931. The 
amount paid out in policy loans and sur- 
renders was three times the amount of 
1931. All death claims and others have 
been paid on the spot. The company has 
had a consistent growth. N. J. Frey, the 
president, is the guiding star of the com- 
pany. 

Smaller Companies’ Position 


President Frey calls attention to the 
fact that the smaller companies prop- 
erly and intelligently managed have 
demonstrated their fitness to carry on. 
They are giving service as dependable 
as that of the larger companies. The 
Wisconsin Life is purely mutual, having 
started in 1895. Companies of that size 
have their affairs well in hand and the 
chief executives are giving their atten- 
tion to every department of the business. 
The W isconsin Life prides itself on the 
service it gives to its agents and policy- 
holders. 





West Coast Passes Dividend 


' Directors of the West Coast Life fol- 
lowing their annual meeting decided 
to pass the stockholders’ dividend “to 
incre ase protection to policyholders” and 
“that the surplus and contingency re- 
serves may be substantially increased,” 
although pointing out the company has 
earned approximately twice the amount 
required for payment of the dividend at 
the former rates. Assets are $21,346,119 
against $21,884,325; premium income, 
$4,354,830 against $4,716,004. Insurance 
in force end of 1932, $122,275,860. Sur- 
plus to policyholders, $1,048,305. 


Watson United Mutual Director 


United States Senator James E. Wat- 
Son of Indiana has been elected a direc- 
tor of the United Mutual Life of Indian- 
apolis. He was for many years general 
counsel for the company and is well in- 
formed on its business. 


Seek Closer Contacts 


WILMINGTON, DEL., Feb. 23.— 
1¢ Continental American Life has in- 
augurated a new method of bringing 











about closer contact between its execu- 
tives and the individual agents. Presi- 
dent A. A. Rydgren, Vice-Presidents G. 
A. Martin and C. L. Benner, Secretary 
Daniel Jones, Actuary M. S. Bell, and 
R. S. Rumford, medical director, will 
visit each of the company’s agencies to 
confer with the full-time men in each 
office. 





Seek Control of Fund 


At the direction of the state corpora- 
tion commission, the attorney-general of 
Virginia has instituted proceedings for 
the administration of $127,000 in depos- 
its placed with the state treasurer by the 
Security Life, a Virginia corporation but 
with executive offices in Chicago, now 
in receivership. The fund is to be ad- 
ministered for the benefit of policyhold- 
ers and any other claimants who may 
have a lien upon it. 





Make Offer for Victory Business 


J. E. Stamps, former head of the 
agency department of the defunct Vic- 
tory Life of Chicago, has filed a petition 
in the court along with other prominent 
Negroes to take over the company on 
the mutual plan. A _ proposition has 
been made also by John Holloman, 
president of the Pyramid Mutual Life of 
Chicago, to take over the Victory Life. 
The Victory went in the hands of a re- 
ceiver eight months ago and nothing has 
been done toward getting its policyhold- 
ers cared for. 


Trust Company Completes Survey 


LOUISVILLE, Feb. 23.—The Fidel- 
ity & Columbia Trust Company has pre- 
sented its survey of the affairs of the 
Kentucky Home Life to the Cohen and 
Barnes interests in New York. Con- 
ferences are being held in Louisville and 
as soon as an agreement is reached on 
recommendations and plan of proced- 
ure, the program will be submitted to 
State Auditor Talbott for his considera- 
tion. 





Folz Joins Western & Southern 


C. H. Folz, former actuary of the 
American Savings of Indianapolis, has 
joined the home office staff of the West- 
ern & Southern Life. 





Would Change to Legal Reserve 


The A. O. U. W. of Nebraska, with 
headquarters at Grand Island, is spon- 
soring a bill before the legislature 


amending the existing law by permitting 
transformation to an old line legal re- 
serve company to be made by a vote of 
the governing board instead of by a ma- 
jority vote of members. A similar at- 
tempt several years ago by officers of 
the Woodmen of the World was de- 
feated. The bill has been favorably re- 
ported by the house committee. 





Acme Life’s Record 


The Acme Life of Tulsa closed its 
first month with business in excess of 
$300,000 under supervision of President 
W. R. Shirley and George Kabureck, 
agency director. A specially trained staff 
is selling a “founders’ special investment 
contract.” The program is to produce 
$15,000,000 within three years and to de- 
velop a capital structure of $780,000. 
Fifteen men will be given territory 
within the next three months. Business 
is being reinsured with the Atlas Life of 
Tulsa. 





Joins Mutual Relief Life 


H. H. Blakeman has been appointed 
actuary of the Mutual Relief Life of 
Kingston, Ont. He was in the actuarial 
department of the North American Re- 
assurance of New York from 1928 to 
1932, 











PLANNED 
LIFE INSURANCE SELLING 





Wise Planning plus Intelligent Action 


equals Leadership in life insurance 





selling. 


For men of vision and persistence, who 
follow a well-planned course of action, 
the life insurance field holds abundant 


opportunity. . aad 


The Missouri State Life, through its at- 
tractive policy forms, modern, effec- 
tive sales helps and friendly Home 
Office cooperation, provides a de- 
pendable foundation upon which to 
plan and build a highly profitable 


business. 








A Good Company to Represent 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


St. Louis, Missouri 








Life—aAccident and Health—Group and Salary Savings 
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Bring on / 
your 19336 


Life Insurance has 
played a big part in the 
economic affairs of the in- 
dividual and of the nation 
during the past twelve 
months. 


We who are privileged 
to be engaged in Life In- 
surance share a thrill of 
satisfaction at the per- 
formance of our business 
in 1932. 


The New Year brings a 
new opportunity for even 
greater service — a chal- 
lenge to each of us to live 
up to the record of our 
business. 


Certainly there are 
problems to be faced— 
but our reborn faith and 
our youthful fighting 
spirit prompts us to say 
again— 


Bring on your 1933! 


The 
GUARDIAN LIFE 
INSURANCE 


COMPANY 
of America 
Established 1860 

50 Union Square, New YorK 

















LIFE AGENCY CHANGES 


-) 





Open New Chicago Office 


White, Johnson & Walters Named Gen- 
eral Agents for Continental 
Assurance 








White, Johnson & Walters have been 
appointed general agents of the Conti- 
nental Assurance in Chicago and have 
opened a new office for that company at 
120 South La Salle street. R. T. White 
and E. H. Johnson formerly were with 
the Pacific Mutual, the latter having 
been a unit manager. Until about a year 
ago Mr. White was an engineer. John 
E. Walters formerly was an agent for 
the Equitable of New York, as also was 
Mr. Johnson before going with the Pa- 
cific Mutual. The three men have been 
writing individually around a quarter 
million. 





John J. Kelly 


John J. Kelly, former general agent in 
St. Louis for the State Mutual Life, who 
in recent years has devoted his time to 
special life insurance selling, including 
trust service and corporation work, has 
joined the St. Louis general agency of 
the Northwestern Mutual Life. He 
started in life insurance there about 40 
— ago with the John Hancock Mu- 
tual. 





Harmelin & Gibson 


Max Harmelin, general agent in New 
Jersey for the Columbian National Life 
with headquarters in Newark, announces 
that G. R. Gibson has become a member 
of the firm, which will now be known as 
Harmelin & Gibson. Mr. Gibson has 
been cashier in the Harmelin agency for 
the past three years and previous to that 
was in the auditing department at the 
home office. 





Georges Paquet 


Georges Paquet has been promoted to 
manager of the Quebec ordinary agency 
of the Prudential. He has been acting 
manager since the death of Horace 
LeGendre, former manager, July 3, 
1932. The Quebec agency, located in the 
Lindsay building, 203 St. John street, 
was opened in 1923, under the direction 
of Mr. LeGendre. Manager Paquet was 
enrolled there as a special agent in 1924. 
He was promoted to assistant manager 
in 1925. 





B. F. Trovol 


B. F. Trovol of Chicago has been ap- 
pointed general agent of the Yeomen 
Mutual of Des Moines for Cook county. 
He has been associated with the com- 
pany for the last three years. 





Love-Haskell Company 


The Fidelity Mutual Life has ap- 
pointed the Love-Haskell Company, 
Omaha general agency, as its represen- 
tatives in Nebraska. The new life de- 
partment will be headed by C. N. Rob- 
inson, vice-president of the agency. Mr. 
Robinson went into the life business 
more than 30 years ago in St. Joseph, 
Mo., later going to Omaha as treasurer 
of a wholesale dry goods company. 
When the latter company withdrew 
from business he went into insurance 
brokerage in Omaha, where he has been 
very successful. 





B. S. Pemberton 


. B. S. Pemberton has been appointed 
southwest Texas manager of the United 
Mutual Life of Indianapolis, with offices 
in the Alamo National Bank building, 
San Antonio. 





American of Alabama Changes 


The American Life of Birmingham, 
Ala., has appointed J. W. Keyes man- 





ager at Jacksonville, Fla.; Theo Leslie, 


‘general agent at Chipley, Fla.; C 


Terry, manager for west Tennessee with 
headquarters in Memphis, and . 
Harris, manager at Ensley, Ala. 


Maj. J. B. Moody, Jr. 


Maj. J. B. Moody, Jr., has become as- 
sociated with the Hartford agency of the 
Connecticut Mutual. He joined the New 
England Mutual in 1914 and later served 
as superintendent of agencies of the Co- 
lumbian National. He resigned in 1929 
to become assistant agency superintend- 
ent of the Aetna Life. Later he was 
appointed New England supervisor for 
the Acacia Mutual. 








Prudential Changes 


Supt. J. E. Craigle of the Prudential 
has been transferred to Louisville No. 1 
from Columbus, Ind. He takes the po- 
sition left vacant by the death of Supt. 
E. J. Lang. J. R. Kelly takes charge of 
the Columbus district. His entire career 
with the Prudential has been spent in 
that office, starting as an agent June 12, 
1916, being made an assistant March, 
1928. 





Life Agency Notes 











Traveling Inspector A. B. Thompson of 
the Life of Virginia has been made man- 
ager at Savannah, Ga. He entered the 
employ of the company in Spartanburg, 
N. C., in 1910. 

W. L. Nash, formerly district manager 
at Columbus, Tex., for the Northwestern 
National Life, has been appointed dis- 
trict manager in San Antonio, with offices 
in the City-Central building. 

0. B. Roberts, who has been with the 
Kansas City Life for several years, has 
been appointed branch manager for 
southwest Texas by O. Sam Cummings 
of Dallas, state manager. He has offices 
at 413 City-Central building, San An- 
tonio. 

J. S. Reichart has been appointed su- 
perintendent of the Prudential at Potts- 
ville, Pa., having been assistant super- 
intendent. He started as an agent in 
October, 1912. He has been operating 
in Schuylkill Haven, Pa., detached from 
Pottsville. 


Detroit Actuaries Discuss 
Convention Statement Form 





DETROIT, Feb. 23.—Various phases 
of the annual statement were discussed 
at length by the members of the Detroit 
Actuarial Club at their February meet- 
ing. The valuation of investments, ac- 
counting of claims and computation of 
reserves for disability benefits, the proper 
separation of funds for par and non-par 
companies and fraternals, the gain and 
loss exhibit and reserves released were 
the principal points touched upon. 

A. T. Lehman, actuary Detroit Life, 
and R. F. Reitter, secretary and actuary 
Gleaners, discussed convention valua- 
tions and the application to securities 
held by life companies. John T. Rohm, 
actuary American Life, described the 
accounting method in connection with 
five forms of disability written by his 
company. J. B. Little, Maccabees actu- 
ary, discussed the separation of assets 
into the various funds as required by fra- 
ternals. 


Acacia Mutual’s Coast Meeting 


A conference of Pacific Coast repre- 
sentatives of the Acacia Mutual Life is 
being held in San Francisco Feb. 24-25. 
President William Montgomery is to be 
the principal speaker. 


Commissioner Read of Oklahoma has 


asked that a receiver be appointed for 
the Peoples Mutual Life Insurance As- 
sociation of Oklahoma City, on the 
ground that he believes it insolvent. 





Tools 


mean what you have 
to work with. 


Selling 


is today a positive 
operation. 


Success 


depends very largely 
upon you _ having 
something unusual. 


We 


are in a position to 
provide exactly what 
you need. 


You 


may want to ask about 
our set up. 


4 


More new business should 
be coming from parts of 
Iowa, Ohio and 
Pennsylvania. 


Illinois, 


That signifies the need of 
more representation. 


A letter to A. B. Olson, 
Manager of Agencies, will 
provide an interesting story. 


WwW 


BANKERS LIFE 
INSURANCE COMPANY 
of NEBRASKA 


Founded in 1887 
Home Office Lincoln, Nebr. 
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LIFE COMPANY 


CONVENTIONS 





State Farm Life’s Convention 





Annual Banquet and Roundup of Agents 
and Employes Held at Bloom- 
ington, IIL 





The annual banquet and roundup of 
agents of the State Farm Mutual Auto- 
mobile and State Farm Life was held 
last week in Bloomington, Ill. About 
1,500 agents and employes were on hand. 

The banquet speakers were President 
G. J. Mecherle, H. E. Clougherty of 
Virginia and T. H. Bond of California. 
A. W. Tompkins, superintendent of 
agents, opened the business meeting. A. 
M. Stanley of California presided. There 
was an address by Erwin A. Meyers of 
the law firm of Ekern & Meyers of Chi- 
cago. 

M. G. Fuller, vice-president of the 
State Farm Life, described the new so- 
called paymaster policy of that com- 
pany. Frank M. See, St. Louis general 
agent for the New England Mutual Life, 
gave an address and Attorney Herman 
L. Ekern of Chicago appeared. Prizes 
were awarded by R. P. Mecherle, super- 
intendent of commissions, and G. E. 
Mecherle, assistant secretary. Dr. L. B. 
Cavins, senior medical director, discussed 
collection problems. 


Republic Life Meeting in Dallas 


The Republic Life of Dallas held a 
sales congress of branch managers and 





leading producers at the home office. 
President E. H. Banta welcomed the 
visitors. J. W. Bailey, Jr., congressman- 
elect, spoke on “The Signs of the Time.” 
P. L. Temple, agency director, presented 
the “Sales Program.” A. H. Hopkins, 
San Antonio manager, spoke on “Viewed 
by a Branch Manager,” and Dr. Donald 
G. Kilgore presented the problems of the 
medical director. J. R. Livingston, Fort 
Worth manager, spoke on “Cash with 
Every Application.” E. P. Greenwood, 
president Great Southern Life, spoke on 
“The Truth About the Robertson Law.” 


Scholl Elected President 


C. A. Scholl, manager for the Fidelity 
Mutual in Chicago since 1924 and for- 
merly cashier there, was elected presi- 
dent of the managers association of his 
company at a conference in the home 
office at Philadelphia. Other officers 
are: Vice-president, L. A. Cerf, Jr.. New 
York City; secretary-treasurer, T. M. 
Green, Baltimore. 


Plan Great Lakes Boat Trip 


Officials of the Minnesota Mutual Life 
are making plans for the annual conven- 
tion this summer. The proposal is to 
combine the convention with a boat trip 
on the Great Lakes, probably in July or 
August. 








Cc. P. Milme has been appointed an as- 
sistant secretary of the North American 





Life of Toronto. 
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The rock upon which the salesman must 
build his edifice of success with his clientele 
is confidence. Without it the most masterly 
presentation, the most compelling argu- 
ments, the most inexorable persistence will 
fail. 


When the prospect has become convinced 
that the underwriter to whom he speaks has 
absolute honesty of purpose, an authorita- 
tive knowledge of his subject, and is guided 
by a determination to serve—rather than a 
mere selfish urge to make money for him- 
selfi—then only does he become more than 
just today’s policyholder: He becomes a 
life-long client. 


And this is surely as it should be, for into 
the hands of the fieldman are placed all the 
hopes and fears for that which man holds 
highest in life—the future welfare of his 
loved ones and himself. 








AS SEEN FROM NEW YORK 


By R. B. 
GENERAL AGENT’S CLEVER APPEAL 





Even prospects who are well able to 
pay for a large block of life insurance 
frequently are found unwilling to assume 
new obligations because of temporarily 
curtailed income. These men, although 
well to do, feel they should buy insur- 
ance out of income rather than capital, 
and with all their income budgeted for 
other uses they believe they have an un- 
beatable reason for not buying any more 
life insurance. One general agent in 
New York City got around such a pros- 
pect by showing him that life insurance 
is property and can be bought outright 
like any other kind of property. He 
cited the single premium policy and the 
ordinary life policy with premiums paid 
in advance and discounted. After show- 
ing the reasonableness of buying life in- 
surance out of capital rather than in- 
come, the general agent then argued that 
the 1933 dollar is too valuable to be 
spent in such lump sums and it would 
be wiser to put in a more conservative 
amount of money. The result was a sale 
for $50,000 ordinary life and another 
$50,000 on a modified ordinary life basis, 
both with annual premiums. This same 
general agent has found that people in 
more moderate circumstances who fear 
a salary cut and are reluctant to take 
on more obligations can be appealed to 
by the family income policy. Sometimes 
it may even be necessary to resort to 
term insurance in order to cut the buy- 
er's committment to the minimum for 
the time being. 

* * x 
SOMETIMES PAYS TO LOSE 


Many managers and supervisors, un- 
der present trying selling conditions, 
hesitate to go out in the field with new 
men to close cases, fearing that their 
failure will discourage the new agent. 
However, the psychological effect on the 
new agent is often the opposite of this, 
Manager L. A. Miner of the Equitable 
of New York has found. Far from be- 
ing discouraged by the boss’s failure, the 
agent is likely to take heart. He says 
to himself, “If he can’t close this sale, 
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maybe I’m not so bad either.” This re- 
action gets the agent out of the notion 
that perhaps there is something wrong 
with himself. He begins to get back his 
faith. He knows that a great deal of life 
insurance is being written and that in 
order to get his share he must apply the 
right methods and put in the necessary 
amount of work. When the boss fails 
to close a case for an agent, the latter 
feels that selling life insurance is no 
matter of miracles, even for a “big shot.” 
He sees with his own eyes that even an 
experienced life insurance man has to 
put up a hard fight these days and take 
a good many more turn-downs than in 
the prosperous years up to 1929. 

* * x 
TIGHTEN UP ON BROKERS 


While brokerage business is much 
scarcer in life agencies than it used to 
be, general agents are exercising much 
more discretion in the licensing of bro- 
kers. It used to be a relatively simple 
matter for anyone with a full-time job 
in an entirely separate line to get a li- 
cense to write life insurance. General 
agents and managers have found that 
the quality of this business and the ex- 
pense of handling it make its desirability 
very questionable. Brokers to whom life 
insurance is not merely a side-line are, 
of course, as welcome as ever. 

* * * 
MOIR TO SPEAK 


Henry Moir, president United States 
Life, will discuss “New Developments in 
Insurance Revealed by Statistics” at the 
American Statistical Association dinner 
meeting in New York City Feb. 28. 


New Illinois Liquidator 


SPRINGFIELD, ILL., Feb. 23.—H. 
B. Hershey of Taylorville has been ap- 
pointed head of the liquidation bureau of 
the Illinois insurance department, suc- 
ceeding Alvin S. Keys, local agent here. 
He will handle all new liquidations while 





Mr. Keys will complete those now under 
his supervision, before his retirement. 
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(Legal Reserve Life Insurance) 
Herman L. Ekern, President 
Minneapolis Minnesota 
OHO 
FIFTEENTH ANNUAL REPORT 
(December 31, 1932) 
Insurance in Force.............. $40,977,778.00 (Gain—.005%,) 
i ie es ee 3,669,975.00 (Gain— 20% ) 
Policy Reserves ................ 2,998,214.38 (Gain— 17% ) 
Ee rer 1,353,798.13 (Gain—.04%, ) 
Payments to Policyholders...... 429,100.83 (Gain— 23%, ) 
Surplus to Policyholders......... 357,610.74 (Gain— 35%, ) 
pe 
1931 1932 
Ratio of Actual to Expected Mortality... .. 31.72% 24.51% 
Ratio of Assets to Liabilities.............. 109.55% 110.80% 
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MODERN 
LIFE INSURANCE 


SINCE 1845 


To be a company distinguished by successful 
service to all its members is the Mutual Benefit 
ideal. Each added benefit and each freedom from 
restriction offered in new policies is extended 
also to old policyholders wherever possible. That 
is why Mutual Benefit life insurance has been 


modern since 1845. 


THE MUTUAL 
BENEFIT 


LIFE INSURANCE COMPANY * NEWARK, NEW JERSEY 
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AS SEEN FROM CHICAGO 





LIFE TRUST CLUB MEETS 


At the February meeting of the Life 
Insurance Trust Club of Chicago, a 
question box was conducted by R. M. 
Rickey, New England Mutual. 

Questions were discussed, the prin- 
cipal responses being made by A. S. In- 
gersoll, Mutual Benefit; Col. E. R. 
Reynolds and E. L. Harrah. After pass- 
ing an examination by the education and 
qualification committee composed of T. 
C. Rice-Wray, chairman; P. W. Cook 
and C. C. Whitehill the ‘following men 
were elected to membership: J. P. Den- 
nison, State Mutual; J. E. Lyson, New 
York Life; Bruce Parsons, Mutual Bene- 
fit; E. B. Thurman, New England Mu- 
tual, and J. A. Yeager, Sun Life. 

» £2 
WANT DEPARTMENT DIVORCED 


Governor Horner of Illinois and In- 
surance Superintendent Ernest Palmer 
are both advocating the divorcement of 
the state insurance department from the 
department of trade and commerce, 
making the insurance superintendent the 
director of insurance and putting him 
on par with other directors in the state 
cabinet. It is understood that a bill has 
been drawn up looking to this end and 
will probably be introduced as an ad- 
ministration measure later in the legis- 
lative session. Governor Horner seems 
to be convinced that the insurance de- 
partment should be made a separate bu- 
reau and not subject to the director of 
trade and commerce as it is at present. 

* * * 
PALMER OPENS CHICAGO OFFICE 


Ernest Palmer, new Illinois insurance 
superintendent, plans to be in Chicago 
Saturdays and Mondays for some 
months at least. He is occupying part 
of the suite of the attorney general 1812 
Foreman Bank building, telephone 
Franklin 3500. He finds that much time 
can be saved by making appointments in 
Chicago and the arrangement is far 
more convenient for many who desire 
to see him. 

* * * 
ACACIA MUTUAL MOVES 


The Chicago agency of the Acacia 
Mutual, managed since November by 
L. S. Broaddus, has moved into much 
larger and better equipped quarters in 
the Lake-Michigan building, 180 North 
Michigan avenue. The agency regis- 
tered an increase of more than 100 per- 
cent business in January over January, 





1932, writing 174 applications. Mr, 
broaddus has increased his full-time staf 
a third, there now being 34 agents. 
eo. = 
BUDINGER AGENCY RECORD 


The F. J. Budinger agency in Chicago 
for the Franklin Life of Springfield, II), 
finished 1932 in second place for pre. 
miums and third for volume among the 
company’s general agencies. A definite 
sales plan for 1933 covering recruiting, 
training and supervision is being put 
into operation in the agency with the 
assistance of W. C. Peck, home office 
supervisor. 

*x* * * 
COL. REYNOLDS IN CHICAGO 


Col. John B. Reynolds, who was for- 
merly secretary of the Indianapolis 
chamber of commerce, and was a direc- 
tor of the Rotary Club, has connected 
with the Bokum & Dingle agency of the 
Massachusetts Mutual in Chicago. He 
was brought to Chicago to head the 


prospect department of the Midwest 
Utilities Company. He has led the 
agency during the last two months, 


Bokum & Dingle have loaned him to 
the Chicago Association of Commerce 
for three months in order to take charge 
of its big membership drive. 
*x* * x* 
R. S. EDWARDS INTRODUCED 


R. S. Edwards, new Chicago general 
agent of the Aetna Life who replaces 
there S. T. Whatley, vice-president at 
the home office after March 1, was intro- 
duced to Chicago general agents and 
managers at a luncheon tendered Tues- 
day by Mr. Whatley. At the head table 
were Messrs. Whatley and Edwards, K. 
A. Luther, retiring vice-president Aetna 
Life who becomes New York City gen- 
eral agent; T. F.. Lawrence, Chicago 
manager Reliance Life, and A. E. Pat- 
terson, general agent Penn Mutual. Up- 
wards of 100 managers, general agents, 
their assistants and supervisors at- 
tended. Mr. Edwards was introduced 
by Mr. Luther, who said the new Chi- 
cago general agent had been with the 
Aetna Life 17 years after leaving Dart- 
mouth college, for a time with him in 
Boston and then a hustling group de- 
partment superintendent in the home of- 
fice. Mr. Lawrence represented the 
managers’ division of the Chicago Asso- 
ciation of Life Underwriters as its chair- 
man, and Mr. Patterson, the association 
proper, as immediate past president. 








IN THE SOUTH AND SOUTHWEST 





Lincoln Reserve Taken Over 





Protective Life of Birmingham Has 
Reinsured the Business of the 
Defunct Company 





BIRMINGHAM, ALA., Feb. 23.—The 
business of the Lincoln Reserve Life, 
now in receivership, has been reinsured 
by the Protective Life of Birmingham 
by authority of federal court. The Pro- 
tective Life will take over about $2,000,- 
000 of assets held by the Lincoln Re- 
serve and guarantees to make good all 
claims of policyholders. After policy- 
holders are taken care of the balance of 
the remaining assets are to go 75 percent 
to stockholders of the Lincoln Reserve 
and 25 percent to the Protective Life. 

Companies offering reinsurance pro- 
posals were the All-States Life, Mont- 
gomery; American Life, Liberty Na- 
tional Life, Protective Life and South- 
ern Life & Health, all of Birmingham. 


No Fraternal Excise Tax 


MONTGOMERY, ALA., Feb. 23.— 
The Alabama supreme court has ruled 








against the state in its effort to collect 
approximately $20,000 annually from 
Alabama’s 45 fraternal orders as an ¢x- 
cise tax on insurance. The case reached 
the supreme court as a test of Ala 
bama’s 1923 code which changed the 
statute exempting all fraternal orders 
from the tax by providing that frater- 
nals charging an adequate rate of insur- 
ance on their policies should pay a 1 pet 
cent tax on their gross premiums. 


Test Suit Institated 


No determined effort had been made 
to collect the tax since 1923 until Super- 
intendent Greer filed a test suit in Mont 
gomery circuit court against the Prae- 
torians as his first move in an effort t 
collect approximately $95,000 as back 
taxes from the fraternals for the last five 
years, and assure its collection in futur* 
years. The lower court ruled agains 
the state. The supreme court upheld 








2 A te amis 


the ruling, declaring in effect, that the J 


change in 1923 was unconstitutional. 


Alabama Deposit Bill 


MONTGOMERY, ALA., Feb. 25- 
A bill has been introduced in the Ale: 
bama senate requiring all insurance co! 
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panies, life, fire and casualty, to deposit 
with the state $100,000 in cash or ap- 
proved securities. It is stated that the 
Union Indemnity crash prompted the 
measure. On failure of a company, the 
deposit would be immediately made 
available for distribution among Alabama 
policyholders. 

The only deposits now required in Al- 
abama are from surety companies writ- 
ing official bonds, which must deposit 
$50,000. 


Greer Warns of Twister 


MONTGOMERY, ALA., Feb. 23.— 
Life insurance policyholders are ad- 
monished to beware of life insurance 
twisting by agents in a warning issued 
by Superintendent Greer. 

“In recent months,” the warning says, 
“the attention of this department has 
been increasingly directed to the sus- 
picion and fact that certain life insur- 
ance agents, either ignorantly or dis- 
honestly, are making the business of life 
insurance a racket by using misrepre- 
sentations or incomplete representa- 
tions.” 

Mr. Greer then gives, in detail, a con- 
crete example of misrepresentation, fol- 
lowing with questions showing the items 





of information the agent failed to give 
the policyholder. 


La Roque Chief Deputy 


O. K. LaRoque has assumed his new 
position as chief deputy of the North 
Carolina department. He resigned as 
vice-president of the Winston-Salem 
Home Loan Bank and has returned to 
Raleigh. He succeeds Maj. A. L. 
Fletcher, who has become commissioner 
of labor and printing. 


Plenty of Money, Says North 


NEW ORLEANS, Feb. 23.—Conclud- 
ing a two-day session with 300 agents 
of the Metropolitan Life, Henry E. 
North, third vice-president, said there is 
still money in the United States, and 
plenty of it. “Our assets last year 
amounted to $3,760,000,000 which is con- 
siderably larger than the British debt to 
the United States. Our income in 1932 
was $900,000,000 and this year looks like 
it will be better than that. Our business 
so far in 1933 shows an increase over 
the corresponding period of 1932 and we 
look for this improvement to continue 
throughout the year. You can’t legislate 
depression. There has been too much 
talk and not enough work.” 








GENERAL AGENCY NEWS 





Presents Interesting Facts 





Some Features That Came Out of the 
L. C. Witten Agency Convention 
at Cincinnati 





At the annual round-up of agents of 
the Massachusetts Mutual Life in south- 
ern Ohio, in charge of L. C. Witten of 
Cincinnati, it was shown that the busi- 
ness in force is now $46,749,427 in the 
agency. It has 26 full-time and nine 
part-time agents. 

Joe Austin, associate general agent, in 
analyzing the agency’s business for the 
last year showed that the average re- 
tirement annuity policy was for $8,510, 
whereas the average life, endowment or 
family income policy was for $4,479. In 
listing the occupations of those who had 
purchased insurance last year, it was 
found that the student and junior insur- 
ance executives headed the list of city, 
business. Following were executives, 
salesmen, teachers, clerks, stenographers, 
engineers, attorneys, doctors, dentists 
and household employes. For rural 
business, teachers headed the list, fol- 
lowed by students, farmers, salesmen 
and household employes. 

W. S. Smith from the St. Louis 
agency with 10 years’ experience and an 
average of around $750,000 of paid-for 
business a year found himself slipping 
last year. During October and Novem- 
ber his first year commissions amounted 
to $393. Then he instituted a system of 
time control. In December his commis- 
sions amounted to $1,195 and in January 
$3,175. In his selling, Mr. Smith de- 
pends greatly on his auditing system. 
He makes it a point to keep the audit up 
to date annually whenever possible. One 
of the points in his time control method 
is that he may not sit down to dinner 
until the following day’s plans are all 
laid out. He makes a prospect card for 
everyone he meets, and, wherever pos- 
sible, gets the name of at least one 
child of that prospect before calling. 





Hold Mutual Life Meetings 


MILWAUKEE, Feb. 23.—A series of 
agency meetings is being held by dis- 
trict managers of the Mutual Life of 
New York in Wisconsin under the di- 
rection of Gifford T. Vermillion, state 
manager. Last week agents of Sheboy- 
gan, Oshkosh, Fond du Lac and nearby 
cities met in Fond du Lac, in tribute to 
Earl H. Frei, local district manager 
whose agency led the state last year in 





paid business. Speakers included Mr. 
Vermillion, P. C. Gibson, state agency 
organizer; Harry Pierce, cashier, and 
Guy Dana, statistician. This week a 
meeting was scheduled for Madison, to 
be followed by similar meetings shortly 
at Janesville and at Green Bay. 





Kenosha Agency Meeting 


William Rothaermel, superintendent 
of agents central department Equitable 
cf New York, and E. L. Carson, man- 
ager of the Milwaukee agency, attended 
the meeting of the Kenosha, Wis., dis- 
trict agency of District Manager J. W. 
Steenis and addressed the agency. 


Zimmerman Agency Honored 


The Charles J. Zimmerman agency in 
Newark of the Connecticut Mutual Life 
has been awarded the certificate which 
is presented by the company to those 
agencies showing noteworthy progress 
in organization and development during 
the year. The business of this agency 
showed an increase of 15 per cent for 
1932 over 1931. 

Mr. Zimmerman became secretary of 
the Life Underwriters Association of 
the City of New York in 1924. In 1926 
he went with the Fraser agency of the 
Connecticut Mutual in New York City, 
and in 1931 was made general agent in 
Newark, 


Tenth Anniversary Drive 


The George A. Hatzes general agency 
of the Mutual Trust Life in New 
Hampshire is starting a production 
drive in celebration of its tenth anni- 
versary, to be ended by an anniversary 
party in July. 








Report on R. F. C. Loans 


WASHINGTON, Feb. 23.—The 
monthly report filed with Congress Feb. 
20 by the Reconstruction Finance Cor- 
poration includes 135 loans aggregating 
$84,263,431 authorized to 102 insurance 
companies up to the close of business 
Jan. 31. 

Of the amount authorized, the cor- 
poration reported, $3,635,237 had been 
canceled or withdrawn, $11,614,422 re- 
mained at the disposal of borrowers and 
$69,013,770 had been disbursed to them, 
of which $6,072,844 had been repaid. 

Nine applications for loans were re- 
ceived from insurance companies last 
month, the same number as in Decem- 
ber. 





Connecticut General 


Life Insurance Company 
Hartford, Conn. 


January 1, 1933 


Adaiited Meee, écctncavcebesossbeeees $159,721,076 
Policy Reserves and Other Liabilities.... 149,623,144 
Contingency Fund ........++eeeeeeeeeeers 2,500,000 
Excess Security to Policyholders........ 7,597 ,932 
New Paid Life Insurance in 1932........ 120,620,178 


Twenty Years’ Record ’ 





Year Accident and Health Life Insurance 
Total Premiums in Force 

BN gies aes ate $ 34,803 $ 64,558,713 

EE Pe 828,072 471,544,940 

ee tawaedon 1,580,142 1,098,327, 884 

Payments Since Organization 

To living policyholders. ..........+.+0+++ $ 85,128,933 , 

ns, OS 8. cca ccedadéanesesosss 87,897,126 
$173,026,059 


Life insurance stands the test 































The Victory Life Insurance Company 


Financial Statement as of December 31, 1932 














ADMITTED ASSETS LIABILITIES, SURPLUS AND 
Real Estate .......... $ 58,650.00 OTHER FUNDS 
Mortgage Loans (First 
eR eparneelc pasa 1eseeeere | et Reserve .....-.-.- $2,467,783.00 
Policy Loans, Liens and Death Claims (Proofs 
ae, ieee ans dinibas 705,021.17 not complete) ...... 7,582.00 
*U. S. Gov. an unici- , 
pal Bonds .......... 763,370.24 | Interest and Premiums 
Deposits in Banks on Paid in Advance.... 12,430.77 
ny boy tates vale 16,483.98 | Reserve for Taxes.... 5,000.00 
ru er 
mertgnges enema 80,253.47 | Dividends apportioned.. 74,905.25 
Accrued interest on All other Liabilities... 22,068.34 
BE cctesecasadus 24,080.60 ss 
Due from other com- Capital Stock $200,000.00 
panies for losses paid 5,000.00 | Surplus and 
Cas ant a ‘. Contingency 
erred Prem. et).. 85,428.00 
All other Admitted As- Funds ... 313,386.26 
Sill wravineannvavets 8,764.00 a 
Total Admitted Assets $3,103,105.62 Policyholders’ Surplus. 513,386.26 
md an Cae BONE cedectodevanset $3,103, 105.62 
Growth of Company from 1921 to 1932 Inclusive GAINS IN 1932 
End Admitted Surplus Insurance 2 és 
Year Assets Funds in Foree Increase in Admitted 
1921 ....$ 164,578.00 $ 40,867.00 $ 2,219,309.00 Baste ocosnwecde'es $ 749,780.00 
ious “cc. Sascgteoo 91-6000 1neiezzs.00 | IMcrease in Policy Re- 
teu? on yy won.onn.68 oo cen eene® ; serves .... A+ soe bs _ ; 587,778.00 
929 .... 1,658,033. 000. "301,672. nerease in apita 
{952 1. 3:108,108.00 318,306.00 24:755,000.00 Stock and Surplus cco 
s re " > BD eo cas beokne ,208. 
Paid Beneficiaries and Policyholders in “32, | tncrease in Insurance 
$496,176.00 De  cneentasoke 4,125,000.00 
















For full information regarding our Special Contracts write 


W. J. BRYDEN, Sec’y. or E. E. SHURTLEFF, Agcy. Dir. 
Home Office: Topeka, Kansas 


Lovercheck & Brinkema, State Mgrs. for Nebraska. Hastings, Nebraska. 
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SOMETHING NEW rurJS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

~ regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 


it matures. 
Our Twenty Payment most remarkable policy of all—too much 


to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street : : : Chicago 














Girard Life Insurance Company 
Philadelphia, Pa. 
Has excellent General Agency openings 
in Ohio, Pennsylvania and Michigen 
Generous first year and renewal commissions. 
Low net cost policies. 

We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency. 


When writing give us a fair word picture of yourself and your insur- 
ance experience. 


Yeur correspondence will be treated confidentially until 
such time as we have your permission to make inquiry. 























Rockford Life Has a Message for You 


President F. L. Brown . 
torah ny ate It Concerns Contract Direct 


Rockford, Illinois. With The Compa ny 


Dear Sir: 
SEND ME THE MESSAGE 




















MANAGERS’ 
ASSOCIATIONS 


Russell Is Los Angeles Head 


Pacific Mutual Man Elected President 
of Life Managers Club at 
Annual Meeting 














John H. Russell, Pacific Mutual Life, 
was elected president of the Life Man- 
agers Club of Los Angeles last week 





JOHN H. RUSSELL 


and C. K. Warren, Acacia Mutual Life, 
was chosen vice-president. 

Mr. Russell gave an interesting tak 
on “Agency Plans for Stimulating Pro- 
duction in 1933.” “The old hapiazard in- 
efficient methods of the past,” he said, 
“will not succeed in the production of 
business today.” 

Verne Steward discussed twisting 
cases which had been brought to his at- 
tention and presented suggestions for 
combating this evil. Joseph Charleville, 
executive secretary, outlined plans for 
Life Insurance Week. W. L. Miller, Los 
Angeles insurance agent, who is a can- 
didate for appointment as California 
insurance commissioner, talked. 

G. W. Ayars, legislative committee 
chairman, discussed various bills that 
have been submitted to the legislature. 


Hunt Is Coast Speaker 


George L. Hunt, vice-president in 
charge of agencies of the New England 
Mutual Life, addressed the San Fran- 
cisco General Agents & Managers As- 
sociation Feb. 21. Mr. Hunt, who was 
general agent for the New England Mu- 
tual in Hartford before becoming a com- 
pany official, discussed problems of gen- 
eral agents and managers under present 
conditions. 

Mr. Hunt stopped in Denver on his 
way to the coast and attended a meeting 
of Colorado agents, headed by Isadore 
Samuels, general agent. 


Lee Speaks at San Antonio 


At the San Antonio Managers Club’s 
February meeting R. R. Lee, vice-presi- 
dent and agency director Southwestern 
Life of Dallas, spoke on “Agency Af- 
fairs and the Relation of Agency Man- 
agers to the Companies.” He stressed 
the need for cooperation in the conser- 
vation of the heavily loaned life policy. 


Detroit Groups to Merge 


DETROIT, Feb. 23.—The Detroit 
Life Insurance Supervisors Association 
will join the Associated Life General 
Agents & Managers and the Life Under- 
writers Association in a merger of the 











organizations in the life field here, to 
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“¢ l Will Make Sales 


Easier for You.’ 


Sales will come easier— 
they will bring more profit 
to you who are the first to 
adopt Commonwealth 
methods. Our policies 
equal all competition. 
q Rapid growth—growth 
means opportunities— 
opportunities mean open- 
ings—openings for am- 
bitious men—these are 
features that make our 
Company so desirable 
to successful agents. 
@ Production is simpli- 
fied. Cordial Co-op- 
eration demonstrates 
the effectiveness of 
intelligent, com- 
bined effort. It is 
given freely to our 
agents and it does 
produce results. 
The success of 


Commonwealth 
agents is abundant 
proof of this. 
qThink of the hap- 
py and _ contented 
men, making good 
with a live company, 
who appreciate the 
important part a Home 
Office plays in the suc- 
cess of each representa- 
tive. It will pay you 
well to investigate 
“Commonwealth Cordial 
Co-operation.” Learn 
where and how to avail 
yourself of the marvelous 
opportunities that are of- 
fered. Write to the spon- 
sors of “Commonwealth 
Cordial Co-operation.” 
I am Commonwealth 
Cordial Co-operation. 


My sponsors are 





COMMONWEALTH 
LIFE INSURANCE (© 
LOUISVILLE, KY: 
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operate under an executive secretary, it 
was decided at the February meeting. 
The election of officers will be held on 
March 6. 

Cc. F. Criswell, former executive sec- 


retary of the Chicago and Cleveland as- 
sociations, is in Detroit on invitation of 
the merger committees of the organi- 
zations to aid in effecting the proposed 
merger. 
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Outlines Six Aids for Sales 


E. L. Carson, Wisconsin Manager of 
Equitable of New York, Addresses 
Minneapolis Association 








MINNEAPOLIS, Feb. 23.—Convic- 
tion, courage and enthusiasm were de- 
clared by E. L. Carson, Wisconsin man- 
ager for the Equitable Life of New 
York, to be the three qualities required 
for success in the life insurance business, 
in addressing the Minneapolis Associa- 
tion of Life Underwriters. 

Either new methods of prospecting or 
improvements on old . methods are 
needed by the life salesman this year, 
Mr. Carson declared, in outlining six 
practical ways of improving business. 

“Renew your contacts with old policy- 
holders,” Mr. Carson advised, “and es- 
tablish yourselves in their confidence 
again. Tell them the position that life 
insurance finds itself in today, and ex- 
plain what they can expect in benefits 
from their policies. After rendering this 
service, ask each old policyholder to 
name three prospects for you, people 
who are employed. 


Joint Work Valuable 


“Joint work is a valuable aid, especi- 
ally when an old agent is available to 
work with. Let the older men lead you 
into new paths, and help you out of the 
rut. An experienced agent has a better 
idea of what life insurance is, and is 
able to demonstrate to a prospect the 
advantage of life insurance. When you 
are trying to sell a friend of yours insur- 
ance, take an old agent along to help. 

“Every insurance salesman should 
strive to learn as much as he can about 
his business, and should take full advan- 
tage of all the printed matter that is 
available. No life man can rightly as- 
sume that he knows all there is to know 
about insurance, because there are new 
ways and methods being constantly de- 
vised. Every man should be well- 
founded in his knowledge. 

“Personalized letter service furnishes 
a sense of direction, but will not make 
the sale. Remember that a letter sent 
out by your company is simply a means 
of introduction, and from then on it is 
up to you to close the transaction. When 
I started selling life insurance in Mil- 
waukee, I knew no one in the city, and 
letters were an aid in getting started. 


Prepared Sales Talks 


“Prepared sales talks enable you to 
anticipate in advance the objections of 
Prospects, and I recommend that you 
make a study of these talks. In a time 
like this, when there are so many ob- 
jections of a similar nature raised by 
various people that you see, prepared 
sales talks will help you to save time in 
your work and overcome much of the 
resistance. 
_ A personal daily record gives you an 
indication of your progress. No one 
can remember very far back in recalling 
the names of those whom he called on. 
In making a record, don’t consider as 
calls the times that you found your pros- 
pect not in. Record only the actual in- 
eee. Such a record means prog- 

>5. 

* * * 

Minne Mich.—The fine status of life 
plained at = an investment was ex- 
> e February meeting by F. L. 

ingbeil, Detroit, state manager of the 


chanteatial. He cited figures to show 
of . oe on the investment portion 
i 


the ani policy exceed 5 percent, while 
common we ee ines of preferred and 
eudheon Stocks listed on the New York 
the anne for the 20-year period prior to 
epression, were 2.8 percent. 








Announce Columbus Program 





Schriver, Keplar, Carson, Muhlberg, 
Jaqua and Biscay to Speak at 
Sales Congress March 2 





COLUMBUS, O.,, Feb. 23.—Six 
speakers will appear on the program at 
the sales congress March 2 under the 
auspices of the Life Underwriters Asso- 
ciation of Columbus. J. Boyd Davis is 
president of the Columbus association 
and C. C. Doyle vice-president and chair- 
man of the program committee for the 
congress. 

Speakers will be: L. O. Schriver, gen- 
eral agent Aetna Life, Peoria, Ill, and 
third vice-president National association, 
“The Philosophy of a Pragmatist;” J. 
M. Keplar, Bankers Life of Iowa, Elk- 
hart, Ind., “The Life Underwriter as an 
Engineer;” E. L. Carson, Equitable of 
New York, Milwaukee, “Will the Finan- 
cial Structure of Life Insurance Stand 
the Test of the Future?;” Dr. William 
Muhlberg, vice-president Union Central, 
“Selection Under Present Day Condi- 
tions;” A. R. Jaqua, Diamond Life Bul- 
letins, Cincinnati, “Prospecting in 1933;” 
C. M. Biscay, Western & Southern, Cin- 
cinnati, “What Is Expected of the Life 
Insurance Man of the Future.” 

It is expected that fully 500 will be in 
attendance. Mr. Davis will preside at 
the morning session, Mr. Doyle at the 
luncheon and S. R. Fraher, Columbus, 
National association executive commit- 
teeman, at the afternoon session. 

*x* * * 


Program Is Announced for 


Colorado Sales Congress 





DENVER, Feb. 23.—The Colorado 
sales congress will be held March 3 in 
Denver. Arthur Thompson, widely 
known Nebraska livestock salesman and 
former life insurance man, will talk on 
selling today’s buyers. H. H. Jackson, 
actuary National Life of Vermont, will 
speak on the “Ideal Salesman,” and Os- 
borne Bethea, Penn Mutual Life, on 
“Our Biggest Competitor.” Norman 
Hill, who has sold 500 lives in a single 
year, will explain why he sells life in- 
surance. Clark Comin and Guy Hobson 
of Denver will demonstrate how guar- 
anteed pensions are sold. Freeman Es- 
sex of Oregon, will tell the why of the 
c. L. U. M. H. Goodman will explain 
how he sold a life a day in Wyoming 
last year and Dr. John M. Thomas, vice- 
president National of Vermont and for- 
mer president of Rutgers College, will 
speak on “Can We Make Life Insurance 
Selling a Profession?” 


x* * * 


Jackson, Mich.—The Jackson associa- 
tion monthly meeting was addressed by 
Rev. Carl S. Winters on “The Strategy of 
Foch.” The only way to meet the pres- 
ent situation, according to the speaker, 
is to “rejuvenate our own souls, to re- 
vamp our idea of our job, to reorganize 
our approach to the community and then 
to adopt the strategy of Foch, “I shall 
attack.” The association has under way 
an “Earn-Your-Membership” campaign, 
in which agents are urged to write at 
least one application to pay association 
dues. 

* * * 


Birmingham, Ala.—Nearly 400 agents 
attended the one-day sales congress last 
week, S. F. Clabaugh, president Pro- 
tective Life, gave the welcome. Roger 
B. Hull, managing director National as- 
sociation, spoke on “Getting Back on to 
Main Street”; E. Paul Huttinger, Penn 
Mutual Life, on “Taxation”; Ted M. Sim- 
mons, Pan-American Life, “Life Insur- 
ance as a Profession”; Dr. Lee Bidgood, 
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INTRODUCING 
Jack Padgett 


of 
Austin, Texas 





In December, 1931, Jack P. Padgett signed a Jefferson Standard 
In December, 1932, 
Jack ended his first year in the insurance business with a written 
volume of $427,000. A success in his first year! 


contract. Previous insurance experience—none. 


A great record—yet a record that can be duplicated by any 
ambitious man that will take advantage of the unlimited oppor- 
tunities for success offered in a contract to represent this Company. 


For information, address 
A. R. Perkins, Agency Manager 


| JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


| 
| Julian Price, President 





GREENSBORO, NORTH CAROLINA 
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Thousands will Win 


SUCCESS 


The next ten years offer the greatest opportunity in insurance. Thousands will 
win success and fortune. Will you? The field of accident and health insurance 
scarcely has been touched. If you're not in it—selling it—you're passing up a 
big opportunity. Investigate Inter-State's well-rounded line of up-to-date polli- 
cies. We want men right now to introduce these policies to the thousands who 
want accident and health insurance. Full or part time work. Thorough training. 
Sales aids. Liberal commissions. Write your name and address on the margin 
of this ad and mail for full information today! Dept. 26. 


mifer- State 


BUSINESS MEN S 
Accident Company 


A Legal Reserve Co. Est 1908 — 
Ernest W.Brown Pres. Des Moines, lowa 
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Desirable Territory Open for General Agencies, 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 
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As famous for comfort and luxury 
as Denver is for natural beouty the 
Shirley-Savoy Hotel, with its splen 
did location, is the meeting place 
of experienced travelers. 


400 ROOMS 
non$ ff 0.s2%. 


FROM $2. WITH BATH 

Delicious food ~ Moderately 

priced in the Dining Room 
and Coffee Shop 


J. EDGAR SMITH *-PRES/IDENT 
E.C. BENNETT ** MANAGER 
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More than ever « Jacksonville’ 
leading hotel - spending 100,000 
in new improvements in 1931... 
Knowing travellers register here 
with glad assurance and a firm 


belief in — hospitality. Easy room enulp 
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Life Insurance in a Program of Invest- 
ment”; C. Vivian Anderson, Cincinnati, 
vice-president National association, 
“Mental Attitude,” and Ernest W. Owen, 
Detroit general agent Sun Life of 
Canada on “Thirteen Keys to Success.” 

The Birmingham association is hold- 
ing a study course on the new federal 
tax laws, conducted by C. F. Zukoski, Jr., 
and S. E. Thomas, of the First National 
Bank of Birmingham. The functions 
and services of trust companies will 
also be studied. 

* * * 

Providence, R. I.—Commissioner O. L. 
Heltzen, speaking before the Rhode 
Island association, condemned “twist- 
ing” practices involving the cancella- 
tion of old insurance and taking out 
new policies. 

“There may be a slight temporary 
advantage in cancelling old insurance 
and taking out new,” Mr. Heltzen said, 
“but generally the disadvantage of 
dropping an old policy and taking out 
a new one at an advanced age out- 
weighs any such temporary advan- 
tages.” 

Mr. Heltzen pledged his desire to co- 
operate fully with insurance men for 
the benefit of all interested persons, the 
public and the state. 

* * * 

Southwest Texas—At the February 
luncheon meeting in San Antonio Dr. 
Walter Anthony, pastor Travis Park 
Methodist Church, spoke on “Yourselves 
and Your Work.” 

x * * 

Oklahoma City—At the meeting of 
the Oklahoma association Saturday, S. 
I. Snortum, of the home office of the 
Equitable Life of New York, who just 
completed a field school course for that 
company, spoke on the importance of 
taking an inventory of life insurance as 
an institution in planning the year’s 
work. The four important assets in 
the inventory of 1933 he cited as favor- 
able publicity; elements of strength ex- 
isting in the institution; definitizing pro- 
grams of endeavor, and the opportunity 
for personal development offered all en- 
gaged in the profession. 

x * * 


Florida—Vice-President F. L. Jones of 
the Equitable Life of New York, Third 
Vice-President Henry E. North of the 
Metropolitan Life and Managing Direc- 
tor Roger B. Hull of the National asso- 
ciation were scheduled as the main 
speakers at the sales congress in connec- 
tion with the first annual meeting of the 
Florida state association Feb. 23 at Jack- 
sonville. The association, organized last 
year by the seven local associations of 
Jacksonville, Miami, Tampa, Orlando, 
Pensacola, St. Petersburg and Lakeland, 
was formed with the idea of putting or 
a sales congress each year which will 
become an increasingly interesting and 
important meeting. Each local associa- 
tion will contribute some feature to the 
program. 

* * * 

Oregon—Bertrand I. Elliott, Massachu- 
setts Mutual Life, was elected president 
at a special election in Portland. A. C. 
Longshore, New England Mutual Life, 
was elected vice-president and Dallas 
Sidwell, Provident Mutual, executive com- 
mitteeman. 

* * * 

Lafayette, Ind.—E. B. Raub, Jr., asso- 
ciate counsel of the Lafayette Life, 
Lafayette, Ind., and son of vice-president 
and general counsel of the Indianapolis 
Life, spoke at the last meeting on “Life 
Insurance and Taxation.” 

* * * 

Detroit — Three outstanding speakers 
have already been booked for the annual 
sales congress March 17 and three more 
acceptances are expected shortly. 

John M. Laird, vice-president Connecti- 
cut General, will talk on “Life Insurance 
Stands the Test;” Vincent B. Coffin, 
superintendent of agencies Connecticut 
Mutual, on “Sensible Selling,” and R. B. 
Coolidge, Aetna Life in Cleveland, will 
give a sales talk. One of the remaining 
speakers will be the president of a large 
company. 

* * * 

Milwaukee—“Next to the government 
itself, life insurance is the most stable 
institution built by human hands. This 
has been shown, is being shown and will 
be shown,” said M. J. Cleary, president 
Northwestern Mutual Life, speaking on 
“The Stability of Life Insurance.” Dis- 
cussing more specifically some of the in- 
vestments of life companies, Mr. Cleary 
stressed the basic nature of land and 
mortgages, transportation and utilities. 

“You will be asked, as I have been 
asked,” Mr. Cleary said, “why life insur- 
ance companies invest in these things. 
What would these men have invested in? 
What is the level of their investments?” 

Better than any other class of institu- 








tions, the life insurance companies have 
stood up under the shock of the de. 
pression, Mr. Cleary asserted. Due to the 
setup of life insurance companies, their 
income in normal times from premiums, 
investments and other sources, is con- 
siderably above cash demands, and even 
in these abnormal times most companies 
have had more income than outgo, he 
said. 
*x* * * 

Nashville, Tenn.—“Organization is the 
foundation of successful life insurance 
selling and successful salesmanship of 
any kind for 1933,” W. L. Boyce, agency 
manager Equitable Life, Syracuse, N. Y, 
told the Nashville association. Ten new 
members were received: Joseph Lasky, 
H. A. Lovin, Bailey Manthey, C. C. Me. 


Daniel, William L. Mousette, J. U. Rich, 
M. A. Simpson, George West, and J. B 
Woods. 


* * * 


Montreal—E. L. Simon of New York in 
address before the Montreal association 
described the gradual change in insur- 
ance salesmanship methods in the past 


WHEN 


Economic night came there 
was Life Insurance to light 
the way out. The challenge 
to enter the Life Insurance 
business was never stronger 
than at present. No time 
was ever richer with stories 
of its comfort and saving 
help to human beings. 





Liberal direct Home Office 
contracts for fieldmen, fea- 
turing life income provision. 


California-Western 
States Life 
Insurance Company 
J. Roy Kruse, President 


Home Office, Sacramento 
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‘I’m Not Sold 
on Accident 
and Health” 


You hear many life agents saying this, 
and quite sincerely. Moreover, we can- 
not but agree with them, if they haven't 
seen our new and modern policies. 

To the man accustomed to the excellent 
life contract the old time A. & H._ poli- 
cies were not what he knew his clients 
needed. Consequently, he was not sold 
on them. But life agents are finding 
they can be sold on our Super-Disability 
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CALIFORNIA 
—_— 

Barrett N. Coates Cari E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 

114 Sansome Street 437 So. Hill Street 

SAN FRANCISCO LOS ANGELES 

A. WESLEY JONES 


Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. 
Glendale, California 
Phone: Douglas 3118 
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ILLINOLS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
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J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 
Author “‘A System and Accounting for a Life 
insurance Company.” 
Attention to 
Legal Reserve, Fraternal and Assessment Business— 
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INDIANA. 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 
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ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. — Jefferson City, 
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MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 
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FRANK M. SPEAKMAN 
Consulting Actuary 
Associates ‘ 
Py E. Swartz, C. P. A. 
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2 “Life Insurance” by Associate Actuary 
. B. MacLean of the Mutual Life of New 
ork in its third edition is a revised 
work because of radical changes in the 
nsurance situation with regard to a 
number of subjects. This is a most 
Valuable book containing 20 chapters de- 
voted to practical information of life in- 
surance in its various phases. Price $4, 
sold by The National Underwriter. 








20 years. A few years ago the principle 
of salesmanship was for the life under- 
writer to see as many prospects as he 
could, and by the law of average he 
hoped to sell insurance. “Business in- 
surance is today the aim of the alert 
business man,” he declared, “and busi- 
ness policies should be the aim of the 
aggressive insurance man.” 
*x* * * 


Boston—The annual sales congress of 
the Boston association will be held 
March 17. Four principal speakers have 
been secured. Vice-president F. H. Davis 
of the Penn Mutual, heads the list. Leon 
Gilbert Simon, well known agent of the 
Equitable Life in New York City, will 
speak on “The Value of Discontent.” 
A. E. N. Gray, assistant secretary Pru- 
dential, will speak on “The Lesson They 
Left Out.” C. D. Connell, general agent 
in New York City of the Provident Mu- 
tual, will be the concluding speaker. 

+ * 

Paducah, Ky.—Ladies’ night was cele- 
brated at the last meeting. J. F. S. Elm- 
hurst, southern Illinois superintendent of 
agencies of the Prudential, spoke. 

+ 


*x * 

Peoria, Ill.—The Peoria association will 
hold its monthly meeting Feb. 24. E. L. 
Harrah, trust officer of the American 
National Bank of Chicago, will be the 
principal speaker on “Visual Selling.” 

*x* * * 

Dayton, 0.—H. O. Tice, manager home 
office agency Midland Mutual Life, Co- 
lumbus, spoke on “Time Control.” His 
talk was illustrated with lantern slides. 

*x* *x * 

Dallas—The opening gun in the mem- 
bership drive of the Dallas association 
was fired last week under the direction 
of Ross Priddy, president. The first meet- 
ing was a breakfast. Arthur Henderson, 
chairman of the drive committee, and 
President Priddy outlined the plans for 
the 15-day campaign. Dr. C. J. Rock- 
well will conduct a school for members 
March 20-25. President Priddy is out to 
beat the mark set by his predecessor, 
R. M. White, who made a wonderful 
record while president in 1932. 

x * * 


Niagara Falls, Ont.—Underwriters from 
Niagara Falls and Welland held a joint 
luncheon here at which plans were made 
for the one-day sales congress in St. 
Catherines May 4. R. J. Lowrey was ap- 
pointed general chairman of the Niagara 
Falls division. 

V. A. Craig reviewed Vash Young's 
book “A Fortune to Share.” At a special 
meeting of the Niagara Falls association 
March 28 G. Ray Smith, president of the 
Canadian Association, will be the speaker. 

x* * * 

Tulsa, Okla.—Life underwriters of Ok- 
lahoma City will be special guests and 
furnish the program at the meeting of 
the Tulsa association March 4. George 
E. Lackey, general agent Massachusetts 
Mutual, will be principal speaker, and 
music numbers will be provided by the 
“Question Marks” radio team, composed 
of Bill Pettit and Glen Taylor, special 
agents for the Home Life of New York. 


*x* * * 

Northern New Jersey—aAt the luncheon 
meeting Feb. 20 in Newark, W. £ 
Klingman, vice-president Equitable Life 
of New York was the guest speaker. 

There has been too much free-wheel- 
ing, Mr. Klingman said, not alone in the 
insurance field but in every walk of life. 
Men are not doing the things they should 
be doing. Many life underwriters seem 
to lack the ambition they showed away 
back in 1928 when things were going 
along nicely, he concluded. 

*x* * * 

Philadelphia—The ability of life com- 
panies to pay out nearly $6,000,000,000 
to policyholders and beneficiaries in the 
last two years while other types of 
financial institutions have been shaken 
to their foundations, was explained by 
Frank H. Davis, vice-president Penn Mu- 
tual Life at a recent meeting. Despite 
the stupendous life insurance payments, 
he said, the institution of life insurance 
is as strong and as impregnably sound as 
ever. 

Although questioners wonder why life 
companies are able to maintain their 
splendid financial positions when they 
necessarily must make the same invest- 
ments that other institutions do, Mr. 
Davis attributed it to the careful selec- 
tion of investments. 

x * * 

Saginaw, Mich.—Life companies have 
done more for the Reconstruction Fi- 
nance Corporation than it has done for 
them, in the opinion of Thomas O'Keefe, 
Detroit, who addressed the February 
meeting. In speaking of the widespread 
publicity concerning R. F. C. loans to 
the companies he said: “The question is 
not how much have insurance companies 

















EASIER PROSPECTING 


Does he need it? Can he get it? 
These first two questions in pros- 
pecting must be answered by Fi- 


Send for booklet delity agents as well as all other 
“The Company Back of the agents. But Fidelity’s lead service 
Contract” in most cases answers for its agents 


the third fundamental question of 
prospecting—can he pay for it? 


The Selection is Good 


It automatically separates the wheat from most of the chaff. Those 
who reply for the most part can pay for the protection. Thus the 
most important feature of today’s prospecting is minimized for 
Fidelity workers. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
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SOMETHING ABSOLUTELY NEW 


A THRIFT Certificate with Payments Insured 
in the event of Death of Certificate Holder 
12 Years Matures $1,000.00 Contract at $4.75 per Month 
Loan, Cash and Paid Up Values After One Year 


Valuable General Agencies Available in Illinois 
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The only company which de- 
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ife policies with the State 
of Illinois. . 
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ACCIDENT & HEALTH policies. 


COMPLETE COVERAGE 
COMBINATION POLICY. . 
(Life and Accident & Health in 


one contract). 


An ORGANIZED SALES PLAN 
which gets results. . 





ABRAHAM LINCOLN 
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The New and Original Answer 

to the Demand for Life Insur- 

ance with Disability Income 
Benefits 


Let Us Tell You About It 


5, 
THE PROVIDENT 


Life and Accident Insurance 
Company 
CHATTANOOGA, TENNESSEE 
Established 1887 








been aided by R. F. C. loans, but how 
much have life companies contributed 
toward R. F. C. resources.” Much of the 
federal organization’s cash, he con- 
tended, has come from this source. 

*x* * 

Montgomery, Ala.—R. B. Hull, manag- 
ing director National association, spoke 
at a largely attended dinner. His ad- 
dress was broadcast by the local radio 
station. Short talks were made by E. G. 
Branch, Penn Mutual Life, Montgomery, 
and Charles Collins, assistant superin- 
tendent of agents New England Mutual 
Life. 


*x* * * 

St. Louis—F. H. Haviland, manager 
Connecticut General Life, Chicago, spoke 
on “Selling Fundamentals for the Life 
Underwriter in 1933” at a luncheon meet- 
ing Feb. 23. 

*x* * * 

Illinois—The executive committee of 
the state association will meet at Bloom- 
ington, Ill., Feb. 25, with President N. P. 
Blanchard presiding, to discuss plans 
for the annual meeting and sales con- 
gress to be held in that city either April 
22 or 29. Charles Axelson, Northwest- 
ern Mutual in Chicago, and Walt Tower, 
managing director Chicago association, 
attended. There were reports on legisla- 
tion, membership, ethics and educational 
activities. 

* * x* 

‘New York City—Former Mayor J. V. 
McKee of New York City will be one of 
the speakers at the annual banquet of 
the New York City association March 9 
in connection with the annual sales 
congress. 


Fulton Tells How 
to Make a Living 





(CONTINUED FROM PAGE 5) 


a policy, before or after purchase? 
Know the prospect’s situation in order 
to tell him how life insurance will give 
him and his family what they want, and 
then make the sale. Failure to accom- 
piish these preliminary steps properly is 
where the agent fails, and not in not 
knowing the ‘psychological moment,’ or 
being unable to ‘motivate.’” 


Warns Against Gossip 


Mr. Fulton closed with an admoni- 
tion: “Let’s not be a lot of malicious 
gossips, whispering this and that re- 
garding competitive companies. The re- 
cuperative power of life insurance has 
been one of its outstanding characteris- 
tics during the depression, and its sta- 
bility is unquestioned. There’s plenty of 
room for all of us, for the newest com- 
pany and the newest agent. I don’t care 
how much sales ability we have, if we 
are indulging in this sort of thing, we 
are doomed to failure. We should-—we 
must—stand together as we go into an 
era of usefulness upon which life insur- 








ance is entering, an era of which few 
dream the importance or the extent.” 





Liquidity Trend Is 
Subject of Debate 





(CONTINUED FROM PAGE 3) 


or more. This cash came almost en- 
tirely from maturing investments. 

Economic conditions may considerably 
decrease the maturities which will be 
paid in cash. In many cases companies 
will be obliged to foreclose or else grant 
extensions. In either casé there is no 
cash being paid to them. Possibilities 
of moratoriums decrease the prospect 
for maturities being paid in cash, 

In the event of interest rates going 
to unprecedently low levels it might be 
supposed at first glance that the 3 per- 
cent companies would be in a better po- 
sition than the 3% percenters. How- 
ever, granting that both classes of com- 
panies are equally conservative in their 
management policy, there is nothing in- 
herent in the 3% percent basis which 
would put it at a disadvantage in such 
a contingency. 


Surplus Earnings an Offset 


While the reserve required on the 3% 
percent basis is smaller than that on the 
3 percent basis the former group of 
companies customarily has a relatively 
higher surplus than the 3 percent group. 
The assumed rate of interest, of course, 
applies only to the reserve, not to the 
surplus. Thus, whatever is earned on 
the surplus would help offset any defi- 
ciency in interest earned by the reserve. 

In any comparison between surplus 
and reserve, consideration must be given 
to whether the company is on a 3 or a 
3% percent basis. Under equally conser- 
vative investment policies, the ratio of 
surplus to reserves would naturally be 
higher for the 3% percent companies, 
first because the reserve is smaller and 
second because the surplus is larger. 

The need of additional liquidity be- 
cause of possible increases in policy 
loans is no longer much of a considera- 
tion. When policy loans began to de- 
cline about the middle of last year after 
reaching a peak, life company officials 
were greatly relieved. Before the peak 
was reached there was considerable con- 
cern, not so much from the existing sit- 
uation but because there was no telling 
the extent to which policy loans might 
keep on mounting. The contingency to 
be guarded against now is not the in- 
crease of policy loans but the fact that 
income, particularly cash income, may 
decline more rapidly than the policy loan 
demand falls off. 





— 


Financial Statements Are 
Now of Especial Interest 





(CONTINUED FROM PAGE 5) 


Owe.” Assets amount to $18,383,913, in. 
cluding bonds $2,249,671, cash $130,583, 
policy loans $4,514,541, first mortgages 
$9,140,030, real-estate $1,608,016. 

The policy reserve amounts to $16. 
092,921, asset fluctuation fund $302,824 
capital $828,734 and surplus $500,000. 

Insurance in force amounts to $98. 
481,064. 

Assets of $2,773,769,000 are reported 
by the Prudential. This is a gain of 
$81,071,124 over 1931. The distribution 
of assets was as follows: Government, 
municipal, corporate and other bonds 
and stocks 41.7 percent; mortgage loans 
on real estate other than farm 32.8 per- 
cent; farm mortgages 7.3 percent; policy 
loans 9.4 percent; real estate 3.3 per- 
cent; cash and other assets 5.3 percent, 

Payments and credits to policyholders 
and beneficiaries were $479,959,577 in 
1932, an increase of $89,243,325 over 
1931. These payments include more 
than 301,000 death claims. 

New paid for insurance was $2,364- 
484,000. Insurance in force exceeded 
$15,000,000,000. The total income was 
more than $720,727,000. Surplus and 
unearned margins for protection for 
fluctuation in security values was in- 
creased to $46,000,000, making the total 
margin $177,923,000. Dividends appor- 
tioned to policyholders were more than 
$82,900,000. 





Hearing on Benevolent Societies 


MADISON, WIS., Feb. 23.—Regula- 
tion, and incidentally legalization, of 
benevolent societies in Wisconsin, as 
proposed by a bill introduced in the 
legislature was strongly opposed by in- 
surance company representatives at a 
senate committee hearing. 

Appearing against the measure were 
A. C. Larson, Wisconsin state manager 
Central Life of Iowa; C. E. Blake, 
Madison attorney, representing local 
life underwriters; N. J. Williams, Equi- 
table Reserve Association, Neenah; R. 
L. Blodgett, Wisconsin Fraternal Con- 
gress, and A. W. Frye, state deputy 
Modern Woodmen. 

The attorney for the Wisconsin 
Benevolent Operators defended the bill 
as “poor man’s insurance,” and asserted 
the bill would keep out fly-by-night be- 
nevolent societies. 





The Lutheran Brotherhood of Minne- 


sota has just been licensed in North 
Carolina. This is a legal reserve insti- 
tution and operates in a large number 


of states in addition to Alberta, Mani- 
toba and Saskatchewan, Can. 





is found 


Angus O. Swink 
President 





To the Peaceful Life Insurance Men 


of America 


The peace of mind that passeth understanding 
income settlements of our 


in the 
insurance contracts. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 
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Buyer’s and Seller’s Viewpoints 
on Life Insurance Are Presented 
in Educational Course at Chicago 


Interesting talks on life insurance 
from the standpoints of buyer and 
seller were made in the educational 
course conducted by the Continental 
Casualty’s branch office in Chicago by 
D. Miley Phipps, director of field 
service, and L. L. Johnson, vice-presi- 
dent, both of the Continental Assur- 
ance. Their remarks in brief follow. 


Why Men Buy Life Insurance 
BY D. MILEY PHIPPS 


The alert salesman today is aware of 
certain conditions which have a direct 
bearing upon his selling problems. One 
of these is the fact that due to unem- 
ployment or curtailment of income, he 
has a curtailed number of prospects 
upon whom he can work. Another sit- 
uation of which he is aware is the fact 
that people who have an income are 
buying more cautiously and more care- 
fully than under more nearly normal 
conditions. They are buying only after 
due reflection and due consideration. 

The net results of these conditions is 
that a great many catch words and trick 
procedures are being dropped from the 
salesman’s kit and he is getting back to 
those fundamentals from which he 
should never have departed. He is mak- 
ing more calls than ever before and when 
he uncovers a real prospect he is devot- 
ing more intelligent attention to hi 
wants and to his services. He recog- 
nizes that the selling process is simply 
the means of starting the buying process 
in his prospect’s mind and carrying it 
through to completion. Hence, it is im- 
portant that he observe a few principles 
which have a direct bearing upon the 
buying process and make sure that his 
sales methods and presentation are in 
harmony with these principles. 


Emphasis on Service of 
Life Insurance Is Vital 


The first principle may be roughly 
Stated as follows: Men buy, not life in- 
surance policies, but the things which 
life insurance policies will do for them. 
It follows from this that the alert sales- 
man will emphasize the specific services 
which he can render his prospect. He 
will spend less time on relatively unim- 
portant details and will devote himself 
to the specific wants or desires of his 
Prospects. More or less technical words 
and phrases and general ideas will be 
supplanted by a careful analysis of the 
individual purposes and the exact adap- 
tation of life insurance to the carrying 
out of those purposes. 

It has long been recognized in selling 
that the specific idea is interesting and 
compelling when a general statement 
leaves the prospective buyer unmoved. 
‘he successful salesman today is empha- 
Sizing the intimately personal and spe- 
cific nature of life insurance services. 

In the second place, men buy life in- 
Surance today because the selling process 
has aroused an emotional urge. A man 
may agree with every statement which 
the agent makes to him, but unless an 
appeal has been made to his instincts 
and desires, he is not likely to part with 





any of this present cash for the sake of 
future benefits. 

The ideas which a salesman presents 
—and even the salesman’s manner—must 
be such as to arouse enthusiasm and in- 
tensified desires for the specific benefits 
which life insurance will bring to him. 
Psychologists have long stressed the 
primary importance of the emotional 
urge in securing action. It has long been 
an axiom among life insurance men that 
a prospect will usually find a way to 
pay the premium if he wants it badly 
enough. Our sales talks today must 
make them want the benefits of life in- 
surance enough to make some sacrifices 
for it. 

In the third place, men buy life in- 
surance because they have confidence. 
They must have confidence in life insur- 
ance as an institution, in an individual 
company in which their policy is to be 
placed and in the agent who has called 
upon him. It is easy for a salesman to 
make careless statements or even mis- 
leading statements in the hope that 
thereby he may profit. Usually the re- 
sult of such statements is a destruction 
of confidence in the institution of life 


insurance and not only in the individual 
company under discussion. For the 
salesman to follow such procedure is to 
throw a boomerang into the air which is 
bound to come back and hit the thrower. 
Attempting to eliminate a competitor by 
any such means is very likely to kill the 
sale entirely. The man who hopes to 
be really successful under present con- 
ditions in selling must inspire confidence 
and build confidence. 


Feeling of Confidence Is 
Important Sale Factor 


Men buy from one agent rather than 
another for any one of several reasons. 
It may be that they know him and have 
confidence in him or it may be that his 
manner of handling the interview is such 
as to inspire their personal confidence 
in him. In either event it is necessary 
that there be a mutual feeling of confi- 
dence between the purchaser and the 
seller. Men buy from another agent be- 
cause of the personal relationship. They 
like him; they like the way he goes about 
it; they like his fairness; they like the 
fact that he knows his business and they 
like the fact that he is willing to spend 
time to analyze their purposes before 
making suggestions to them. They like 
the fact that he is willing to get over 
on their side of the fence and talk ffom 
their angle. 

Human nature is so constituted that 
every man welcomes the salesman who 
offers him intelligent and constructive 





ideas on his personal problems, but how 





Five Minutes of Song Work Wonders 





One of the finest jobs of reconstruct- 
ing and putting life into a more or less 
quiescent agency has been done by 
Manager L. S. Broaddus of the Acacia 
Mutual in Chicago, whose office has just 
moved into efficiently arranged and at- 
tractive quarters at 180 North Michigan 
avenue and is going at a great rate. 

Manager Broaddus, who took hold 
Nov. 1, in a short time has injected fire 
into his organization, built up a staff of 
36 full time agents who in January wrote 
$500,650, paying for $193,800, and last 
week wrote $122,000, all without any 
contest to spur them on. 

Prior to November, the agency was 
paying for $148,000 to $160,000 a month. 
In January the agents reinstated $550,- 
000 in addition to the large amount of 
written business. In December they 
wrote $225,000 and paid for $196,000. 


Many App-a-Week Men 
Developed in Agency 


Mr. Broaddus had 18 men in January 
who were writing an app a week. He 
has organized a “Flying Wedge” of 
weekly producers, two of the men hav- 
ing pledged to write each two applica- 
tions a week and others at least one a 
week. 

Mr. Broaddus has developed a most 
logical, helpful and highly organized ed- 
ucational and sales training method. The 
week opens Monday with agency meet- 
ings which are initiated and closed with 
five minutes of song. He says no man 
who is mad or depressed can sing, and 
vice versa if he does sing he forgets the 
depression. The agents first sing emo- 
tional songs and at the end of the meet- 
ing, songs of a more martial nature. 

The method is to train new agents one 
week out of every month and then send 





them out to produce in the remaining 
time. They are required to report on 
interviews, for Mr. Broaddus is not in- 
terested in number of calls. He wants 
to know whether they got past the ap- 
proach, whether through the presenta- 
tion, whether they tried for one close, 
how many closes they attempted and 
what objections stopped them. These in- 
terviews then are analyzed and an effort 
made to prepare the men for meeting 
such situations if they arise again. 


Holds Personal Clinic 
for Non-producers 


If an agent does not produce at least 
one application each week, Mr. Broad- 
dus considers it his personal responsibil- 
ity and there is a rule in the agency that 
each such agent must see Mr. Broaddus 
personally on the Monday following such 
a blank week. Every Friday there is a 
special meeting for those who have not 
produced in the week. In the Broaddus 
office the week closes Monday. Mr. 
Broaddus at the special meeting attempts 
to find out what is the matter and spur 
the men to get at least an application 
before Monday. 

He requires of every man six actual in- 
terviews each day. These may be no 
more than an approach, but to count as 
an interview the man must be seen by 
the agent. 

Mr. Broaddus held open house Feb. 
i8 and had over 1,000 visitors. His 
agents with their wives in the afternoon 
made an inspection of radio station 
WIBO and in the evening there was an 
entertainment program in the office, a 
quartette of four agents furnishing mu- 
sic. The Acacia Mutual office is one of 
the few in which an important item of 
equipment is a piano. 


we all detest listening to the other type 
of salesman who through mental lazi- 
ness offers the same old stuff in the same 
old way. 


Why Men Sell Life Insurance 
BY L. L. JOHNSON 


If the question had been asked 20 
years ago, the average layman would 
have answered, “Men sell life insurance 
when they cannot do anything else.” 
We hear ominous statistics as to the 
tremendous turnover in the life insur- 
ance business. Sixty thousand agents 
leave the business every year. However, 
the picture is not as black as it has been 
painted. 

No business has such a tremendous 
fringe of camp followers who are not 
actually in the business as the life in- 
surance business. So many men are tak- 
ing a fling at the life insurance game, 
and as Seab Whatley has said for so 
many years, “How do you play life in- 
surance?” We are not concerned with 
this group of men and their reasons for 
selling life insurance. Why does a man 
who is giving his full time to the busi- 
ness and making a living out of life in- 
surance sell life insurance instead of get- 
ting into some other business? 


Two Reasons Impel Man 
to Sell Life Insurance 


Generally, there are two reasons for a 
man selling life insurance just as there 
are two reasons for a man following any 
other line of useful endeavor. One set 
of reasons is tied up with the law of 
self-preservation—the necessity for mak- 
ing a living. This may be called the 
need for “money wages.” The other set 
of reasons has to deal with his self-es- 
teem—his place in society. These rea- 
sons are distinctly social and may be 
called “mental wages.” 

While most men work because they 
have to work, many men work from 
choice. What does life insurance offer 
in these two classifications of wages? 
First, what of “money wages’? Men 
sell life insurance because their income 
is limited only by their ability to earn 
and to serve. There is no limitation as 
to what a man may be able to earn. 
Salesmen have earned as much as $400,- 
000 in a year. Secondly, the earning 
period in life insurance—that is, the 
number of years it is sble for a man 
to continue earning—is longer than in 
the average profession. Some life in- 
surance salesmen have been able to write 
respectable volumes until they have 
reached age 75 and 80. Third, the life 
insurance business is not stibject to vio- 
lent fluctuations as other forms of com- 
mercial endeavor. In 1932 the amount of 
new business written decreased only 20 
percent as against 1931. 


Only Slightly Affected 
by Wave of Depression 


Perhaps no other major industry felt 
the effect of the depression to such a 
limited extent. The reason for this is 
that periods of economic disturbance 
bring in their wake new needs for insur- 
ance which help the agent to offset the 
reduced purchasing power of the public. 
This is responsible for the fact that 
while purchasing power was off 50 per- 
cent last year, new sales of life insur- 
ance were off only 20 percent. 

Men sell life insurance because there 
is a universal need for life insurance and 





the life insurance salesman feels certain 
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that developments of machinery which 
is in fashion or fads will not affect his 
business. Sixty-five million policyholders 
carry insurance and all of this insurance 
will have to be rewritten in the next 50 
to 75 years. There is very little danger 
of the saturation point being reached. 
So much for money wages. 

What about the mental wages? Oc- 
cupations which pay high in money 
wages may pay very little mental wages. 
For example, the bootlegger, the gang- 
ster and other distinctly anti-social oc- 
cupations. Other positions pay high 
mental wages but low money wages, as, 
for example, the clergyman, the educa- 
tor and in some cases public officials. 
Life insurance has a distinction of pay- 
ing high money wages and at the same 
time very high mental wages. 


Life Insurance Selling 
a Respected Profession 


The life insurance man today is a re- 
spected member of his community and a 
distinctly useful public servant. We all 
like to help our less fortunate associates, 
even if it only amounts to sparing a 
dime. A life insurance man who is able 
to arrange for a loan on a policy gets 
real pleasure out of helping his policy- 
holder. Tihe life insurance man who ar- 
ranges a program of insurance on a 
monthly income basis and often has the 


opportunity of watching his program 


actually work gets a thrill that money 
cannot buy. 

During the past year probably 20 per- 
cent of all life insurance claims payable 
in a lump sum were changed after the 
death of the insured to monthly income 
settlements. Three billion dollars was 
distributed last year to policyholders and 
beneficiaries and the bulk of this distri- 
bution is made through agents. As life 
insurance has been the last resort of 
thousands of people, the importance of 
the life insurance agent as the medium 
through whom this last reserve was util- 
ized gained new significance as the bene- 
factor. 

The life insurance man may choose 
the people with whom he desires to do 
business, which means that he can make 
his working conditions congenial. 


Life Insurance Man 
Comparable to Banker 


A few years ago the banker who had 

a million and a half dollars of reserves 
in his bank was considered some pump- 
kins. He was at least entitled to a cut- 
away coat and striped pants on Sundays. 
The life insurance man who has built up 
a business of ten millions of insurance 
in force has accumulated approximately 
the same amount of reserves in the as- 
sets of his company. This money is still 
working, doing its full share of duty in 
the channels of trade and commerce, 
whereas in many cases the banker’s 
funds have suffered a severe case of 
chilblains. 
_ In all the tremendous service of life 
insurance, one of the most vital cogs 
that makes the wheels go round is the 
life insurance agent. He is richly paid 
in “mental wages.” These are factors 
that make the real life insurance agent 
glad to be in this business and the turn- 
over of such men is very small. Why 
should there be much turnover? 

A man 30 years of age who is able to 
get his clients to save $120 a week, which 
means a premium income of $6,000 a 
year and can do this consistently to age 
65, living on his first year commissions 
and investing his renewals, will have at 
age 65 over $120,000 as the result of his 
accumulated renewals. He will have 
lived a useful life and will have as his 
reward a comfortable estate to care for 
him in his declining years. 





Tighten Investment Law 


The Nebraska senate has passed a bill 
repealing the law enacted two years ago 
which permitted domestic life companies 
to invest part of their surplus funds in 
common and preferred stock of certain 
types of companies to a limited. extent 
and allowed them to accept these as se- 
curities for loans. 
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PROVEN 
CONTACTS 

IN 
EVERY TOWN 


Our organization in 
Illinois is unusual in 
that we have desirable 
contacts in every town 
available for our 
agents. This factor 
alone gives our repre- 
sentatives confidence 
because they know 
their time will be taken 
up calling on pros- 
pects who are reall 
interested. There is still 
some desirable terri- 
tory open for pro- 
ducers. 
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$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of course issued in larger amounts 


ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
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Original cost, thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 
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ss] (IFE Insurance for Beginners” 
by E. Spaulding. Price 
$1.00. A bird’s eye view of the busi 
ness by a general agent of wide ¢x- 
perience. Order from The Natio 
Underwriter, A1946 Insurance Ex- 
change, Chicago. 
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